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What Can I Do to Help? 


THE WRITER of a letter recently received by 


one of our affiliated Bureaus asked, “What can ; 





I do to help the Bureau most during this war- ’ 
time?”’ The answer he received, we believe, 
should be read by all retail merchants, credit 
executives, loan officers and professional men 
® relying on credit bureaus for the safe extension 


of consumer credit. It reads in part: 
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KARDEX UNIT CONTROL RECORDS 


« + » Including — 
Abraham & Straus 
Brooklyn, N. Y. 
B. Altman & Co. 
New York, N. Y. 
L. Bamberger & Co. 
Newark, N. J. 
Henri Bendel 
New York, N. Y. 
Bergdorf & 
Goodman Co. 
New York, N. Y 
Best & Co. 
New York, N. Y. 
Biederman Furniture 
Company 
St. Louis, Mo. 
Bloomingdale Bros. 
New York, N. Y. 
Bonwit Teller 
New York, N. Y. 
Julie Boutell 
Minneapolis, Minn. 
ae oy Co. 
St. Louis, Mo. 
. L. Brandeis & Sons 
g Nebr. 
Buffum's 
Long Beach, Calif. 
Hattie Carnegie 
New York, N. Y. 
Crowley-Milner & Co, 
Detroit, Mich. 
Davison-Paxon Co. 
Atlanta, Ga. 
The Dayton Company 
Minneapolis, Minn. 
Delman 
New York, N. Y. 
L. S. Donaldson Co. 
Minneapolis, Minn. 
Edwards Co. 
Portland, Ore. 
Jane Engel Dress Shops 
New York, N. Y. 
Marshall Field & Co, 
Chicago, Ill. 
Finchley 
New York, N. Y. 
Gimbel Bros. 
New York, N. Y. 
Philadelphia, Pa, 
Pittsburgh, Pa 
Goldblatt Bros. 
Chicago, Il. 
Julius Grossmi an 
New York ° 
The Halle Bees. Co, 
Cleveland, O 
Hecht Co. 
Washington, D. C, 
Wm. He ~~ Co. 
Buffalo, 
The sa ty 
Cleveland, O. 
I. Holtzman 
St. Louis, Mo. 
Joseph Horne Co. 
Pittsburgh, Pa. 
J. L. Hudson Co. 
Detroit, Mich. 
Jordan Marsh Co, 
Boston, Mass. 
S. Kann Sons Co. 
Washington, D. C, 
Kaufmann’s 
Pittsburgh, Pa. 
Lammert Furniture Co. 
St. Louis, Mo. 
Lit Bros. 
Philadelphia, Pa. 
Lord & Taylor 
New York, N. 
R. H. Macy & Co. 
New York, N. Y. 
Maison Blanche Co, 
New Orleans, La. 


Serue Hundreds of Retailers 





Faced with Inventory Limitations . . . 
Rationing? Of course you are! And that makes 
“Controlled Merchandise Turnover’’ a greater 
factor than ever before in determining the profit 
of any merchandising operation. 






Your Stock Control Records, therefore, 
must give you certain Fundamental Informa- 
tion. Because Buyers must operate on a budget, 
Certain percentages of that budget must be 
devoted to each Merchandising Classification 
and Price Range to be stocked. Fast turnover 
and few mark-downs are the criterion of profit- 
able performance in any single category. 









Your records must permit posting this 
information at the lowest possible clerical 
costs. They must show—at a glance!—the 
exact position of each stock item at any time. 
They must help Buyers chart future courses . . . 
and measure—promptly and simply—accom- 
plishments to date. 






The new Kardex Bookfold Demonstrator— 
“Stock Control for the Retailer'"—shows 17 
different Unit Control Systems, set up in Kardex 
pockets, to fit the various needs of various de- 
partments. 

Effective operating procedures are fully 
described. This Demonstrator not only SHOWS 
visibly, but TELLS graphically the complete 
story you need to know. 


When you see this fact-filled book, you'll 
understand why hundreds of retailers are using 
these Kardex Systems—profitably! Ask to see 
it today. Just call your nearest Remington 

. Rand branch office—listed in the yellow pages 
of your phone book, under “Office Equip- 
ment and Supplies''—or write directly to this 
department in Buffalo. 


RETAIL STORE DEPARTMENT 








REMINGTON RAND INC. 


BUFFALO, NEW YORK 















Martin’s 
Brooklyn, N. Y. 
The May Co. 
Cleveland, O. 
James McCreery & Co. 
New York, N. Y. 
Meier & Frank Co. 
Portland, Ore. 
Nagell Stores 
Minneapolis, Minn. 
A. I. Namm & Son 
Brooklyn. N. Y. 
National Camera 
Exchange 
Minneapolis, Minn. 
New England Furniture 
Company 
Minneapolis, Minn. 
New Jersey Furniture 
Company 
Jersey City, N. J. 
Ohringer Home 
Furniture 
Pittsburgh, Pa. 
Olds, Wortman & King 
Portland, Ore. 
Oppenheim 
Collins & Co. 
New York, N. Y. 
The Outlet Co. 
Providence, R. I. 
Palace Clothing Co. 
Kansas City, Mo. 
Palais Royal 
Washington, D. C. 
People’s Outfitting Co. 
Detroit, Mich. 
Phillips 
Minneapolis, Minn. 
The A. Polsky Co. 
Akron, O. 
Powers Dry Goods Co. 
Minneapolis, Minn. 
Rosenbaum Co. 
Pittsburgh, Pa 
Sachs tg F epabtuse 
New York, N. Y. 
om 34th ed 
New York, N. Y. 
Salle-Ann Shops 
St. Louis, Mo. 
Sears, Roebuck and Co. 
Chicago, Ill. 
The John Shillito Co, 
Cincinnati, O. 
B. Siegel Co. 
Detroit, Mich. 
Spear & Co. 
Pittsburgh, Pa. 
Sterling Furniture Co. 
San Francisco, Calif. 
Stern Brothers 
New York, N. Y. 
Stix-Baer & Fuller Co, 
St. Louis, Mo. 
Straus & Schram 
Chicago, Ill. 
The Strauss-Hirshberg 
Company 
Youngstown, O. 
The William Taylor 
Son & Co. 
Cleveland, O. 
Thalhimer Bros. 
Richmond, Va. 
Walgreen Co. (Illinois) 
Chicago, Ill. 

John Wanamaker 
Philadelphia, Pa. 
Montgomery Ward & 

Company 

Cc hicago, Ill. 

Wieboldt Stores 

Chicago, Ill. 
Woodward & Lothrop 

Washington, D. C. 
Younker Bros. 

Des Moines, la. 
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“Every dime and dollar not 
vitally needed for absolute 
necessities should go into 
WAR BONDS andSTAMPS 
to add to the striking power 
of our armed forces.” 


—President Roosevelt 
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New Goal for 
Payroll Savings Plan! 


Along with increased war produc- 
tion goals go increased costs ; 3 3 
extra billions which must be raised, 
and raised fast, to win this war. 
That means we must raise our sights 
all along the line, with every firm 
offering every American with a 
regular income the chance to buy 
more War Bonds. YOUR help is 
asked in encouraging employees 
to put atleast 10 percent of their pay 
into War Bonds every payday, 
through the Payroll Savings Plan. 
For details of the Plan, approved 
by organized labor, write, wire, 
or phone Treasury Department, 
Section T, 709 12th St. N. W., 
Washington, D. C: 





U.S.WAR SAVINGS BONDS 














This space contributed to America’s 
All-Out War Program by 
NATIONAL RETAIL CREDIT ASSOCIATION 
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St. Louis, Mo.. 
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A Golden Opportunity 


Have you given any thought to your progress in the credit profession? 
Are you preparing for today’s responsibilities and tomorrow's oppor- 
tunities? Here’s a new National educational plan that will help you... 


to learn how to become a more valuable assistant to your employer. 


N.R.C. A. EXTENSION COURSES 





RETAIL CREDIT 
FUNDAMENTALS 


Based on the textbook of the same 
name by Dr. Clyde Wm. Phelps, Uni- 
versity of Chattanooga, Chattanooga, 
Tennessee. 


Divided into three main sections, treat- 
ing, first securing the account, then 
controlling it, and finally, collecting 
it. 336 pages, printed in large easy- 
to-read type, and substantially bound. 

















Two courses are available. The course on RETAIL CREDIT 
FUNDAMENTALS is a “must” for the newcomer in credit 
work; and for the credit correspondent the course on 
STREAMLINED LETTERS will provide a training which 
will inspire confidence. 


How does this new educational plan operate? Upon enroll- 
ment, you receive a copy of the textbook on which the 
course is based. Your assignment is one chapter a week. 
A series of questions covering each chapter are then sent 
weekly from the National Office. You are expected to sub- 
mit your answers to St. Louis where your work is graded. 
There is no final examination—but you are given a final 
grade on the basis of marks made weekly throughout the 
course. If you grade 70 or better, a Certificate of Pro- 


maATL THIS 














couPpPon 


i ' 
| J. Gordon Dakins, Educational Director 1 
| National Retail Credit Association, | 
Shell Building, St. Louis, Mo. | 
| | enclose check y order for $5.00. Please register me as a student in the New N.R.C.A. Extension Course on 
| RETAIL CREDIT FUNDAMENTALS___STREAMLINED LETTERS. | 
| | 
; Name — - . __—Occupation a “ = . - | 
| 
| Address. piieaneiionam eee _ sibeon potening | 
| 
| City. -_ ee 
a 





STREAMLINED 
LETTERS 


Based on the textbook of the same 
name by Capt. Waldo J. Marra, for- 
merly Correspondence Director, Bank 
of America, San Francisco. 


450 pages, waterproof binding. Tells 
how to plan letters and get positive 
results... how to secure eye appeal 
through correct letter form . . . how to 
write credit, collection and adjustment 
letters ... how to improve vocabulary. 








ficiency is awarded you. Your employer is notified of your successful 
completion of the course. 


The price of each course is only $5.00. This covers every- 
thing—the cost of the textbook, the weekly quiz and ratings, 
three issues of The CREDIT WORLD, and the Certificate 
upon successful completion. At this low price, everyone 
can afford to enroll. The textbooks alone retail at $4.00 
a copy. 


Think it over! Is your future progress worth an invest- 
ment of $5.00, plus a few hours of your spare time each 
week? Remember—every man and woman who wants a 
more complete knowledge of credit and letter writing 
needs this help. Enroll now, and prepare for a bigger job! 
Do it TODAY! 


TODAY 
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Whats Ahead. 


FOUR CONSUMER CREDIT 





eee 


Dr. M. R. Neifeld, Economist 


Beneficial Management Corporation, Newark, N. J. 





economy, what place is there for consumer credit 

and what place is there for credit managers? 
Thousands of credit women and credit men over the 
country must be asking themselves these disturbing ques- 
tions. Let us see what answer we can find. 

As a start, let us ask ourselves, “Just what is the pur- 
pose of consumer credit and what is the job of the credit 
manager?” The answers to these questions should give 
us a clue to the usefulness of credit and credit managers 
in the days ahead. Leaving aside all considerations about 
the part that consumer credit ordinarily plays in the life 
of the consumer; forgetting for the moment the wide 
social and economic ramifications and consequences of 
consumer credit, just looking at consumer credit from the 
point of view of the merchant, or the store, or the shop, 
or the department store, the purpose of consumer credit 
can be stated simply and briefly in the formula “‘to get 
more volume” or to get volume that would not be ob- 
tained without its help. 

In securing this volume, the job of the credit manager 
is to screen out from all the applications those that are 
unworthy of credit. If he makes a mistake in judgment 
which allows an unworthy applicant to slip through the 
screen, then his secondary job is to rectify that mistake. 
In the case of those who have established their right to 
credit, his job is to make sure that they continue to meet 
their obligations on the program mutually agreed upon. 

Now, in the days ahead, what place is there for a 
device the primary purpose of which is to increase vol- 
ume of business in the store? Is there need for the job 
that concentrates on screening out those who are un- 
worthy of credit from those who are? In peering into 
the crystal ball to see what time will unfold, I will pre- 
sent what I see in these three steps: 

1. The V +2 Period. 


2. The Period From V to V +2. 
3. The Duration Period or From Now to V. 


een THE UNCERTAINTIES of a war 


I will take these in reverse order, starting with the fur- 


thest, or the V + 2 Period. 


By V + 2 I mean about two years after the Victory. 
I select this time because it allows sufficient lapse after the 
Victory for the economy to make the complete transition 
from production for war to production for peace. A 


tremendous amount of realistic thinking and planning is 
under way about this V + 2 and the years beyond. Groups 
of businessmen, federal, state, and local administrative 
committees, individual business organizations, and indi- 
vidual students have been exploring the possibilities and 
drawing up the blueprints of action. They see an econ- 
omy of tremendous activity in the V + 2 Period. New 
standards of housing and comfort will be demanded, new 
materials and processes will be in existence, and a mar- 
velously advanced technological production system will 
be in operation. 


Under forced draft, employment will reach 62 million 
gainfully occupied during the war period, but in the 
V +2 period, with the pressure taken off, there will still 
be employed 55 million who, working 40 hours a week, 
and allowing for technological advances and 1942 prices, 
will produce a national income of goods and services far 
above anything that we have had in the past. Our best 
previous year of peacetime production was 1929, but 
these students of the V + 2 period look for a national 
income from 40 to 50 per cent in excess of that. As 
national income mounts, families have more proportion- 
ately to spend on goods other than those required for the 
satisfaction of mere existence wants. With the increased 
incomes they seek the conveniences and luxuries fur- 
nished by the manufacturers of consumer durable goods, 
and they buy them out of current income by the way of 
consumer credit. 


It would appear that with a national income which 
would be 40 or 50 per cent higher than in the best pre- 
war year, that the production of consumer durable goods 
in the post-war years will be 60 to 75 per cent higher. 
In 1929, there was produced some 8.5 billion dollars 
of consumer durable goods. If the post-war possibilities 
of the V + 2 planners are realized—and there does not 
seem to be any reason why it is not perfectly practical to 
realize them—the production of consumer durable goods 
will be around $13 or $14 billion. Consumer credit will 
move most of that enlarged volume through the channels 
of distribution and into the hands of the consumer. In 
brief, the long run outlook for business is highly favor- 
able, and that, in turn, means that consumer credit in the 
post-war period will be more useful than ever. 








Se 





Ce ee ee 


An overwhelming majority of the American people have learned to use consumer 
credit as a convenience in the past and will continue to do so in the future. 
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Now, I turn to the period between V and V + 2, or 
the period of immediate transition from the Victory to a 
post-war economy. At first, I was quite doubtful about 
the outlook for this period, but the situation seems to be 
clarifying. There will, of course, be dislocations as the 
production of machines of war slow down or stop, until 
the assembly lines for peacetime goods can be reestablished 
and put into motion, but there will be intense hunger for 
consumer goods. Business will be rushing into produc- 
tion to fill this pent-up demand at the earliest possible 
moment. In fact, the inflationary possibilities at that 
time will be even more serious than they are now, be- 
cause people will be impatient with many of the restric- 
tions which for the duration will dampen inflationary 
forces. The pressure to obtain goods even at premium 
prices will be great. 


To keep supply and demand under some semblance of 
balance, consumer credit granters can confidently look 
forward to the continuance of control under Regulation 
W or some modification of it. Regulation W began as an 
anti-inflation device under presidential order in the exer- 
cise of wartime emergency powers. In my opinion, ways 
will be found to continue Regulation W, even if it is 
necessary to pass legislation through Congress, for the 
new purpose of helping to control the up and down swings 
of business volume. 


Not only will there be a tremendous demand for con- 
sumer goods, in the period between V and V + 2, but 
there will be an enormous backlog of purchasing power. 
National savings will be high. In the savings banks and 
in war bonds millions of consumers will have accumu- 
lated the means to turn their wants into effective demand 
in the market place. 


Does this mean that the consumer will spend his cash 
for the goods he wants and that credit will not be used? 
I do not think so. The United States Chamber of Com- 
merce has been carrying on a consumer survey for months 
and is continuing to do so to find what goods consumers 
will buy within six months after V, what repairs they 
will make to their homes, and in what directions they 
would move to fill up the void in their purchases for the 
duration. One significant result comes out of that study 
and is repeated in each release. The overwhelming ma- 
jority of consumers say that regardless of what they have 
stored up in the way of savings, they will use credit to 
make their purchases. The American consumer has 
learned to use consumer credit as a convenience in the 
past and will continue to do so in the future. So for the 
transitional period between V and V + 2, there will be a 
large place for consumer credit and for the work of the 
credit manager. 


Outlook Between Now and V 


Turning to the period of the duration between now 
and V. Here, I am really unhappy about the outlook. 
The crystal ball is dark and misty. If you look realisti- 
cally at the stark picture that is reflected back, you will 
see that the goal of retail business in the duration period 
is the simple basic one of existence, or of staying alive, of 
keeping the organization together so that it is in being 
when the larger opportunities of V and V + 2 are unfolded. 

Let me list the broad present problems of the retailer 
within which the more specific problems of consumer 
credit are found: 


. Coupon Banking 
. Credit and Possibilities of More 


1. Physical Volume of Goods 
2. Personnel 

3. Price Controls and Ceilings 
4. Taxes 

5. Rationing 

6 

7 


Control. 
Now let us take a look at each one of these very briefly. 
1. Physical Volume of Goods. In the fiscal year ahead 
of us, there will be produced for war purposes a volume 
of goods equivalent to the total national production of 
peacetime goods and services in the peak pre-war year of 
1929. How much does that leave for civilian produc- 
tion? Not very much. There is no use blinking the 
fact. There will be mighty little addition to the store 
of goods. We are living on the fat that had been ac- 
cumulated in the warehouses and on the shelves of the 
retailers. The prospect is that we may soon rattle around 
in stores’ aisles flanked by empty shelves among the 
ghosts of departed goods of all kinds. 


Man Power and War Effort 


2. Personnel. The heat is on. Mr. McNutt is on the 
beam. ‘The pressure is being poured on to force every 
worker from a nonessential job to one that directly con- 
tributes to the war effort. I do not need to tell you 
how that will affect problems of banking, transportation, 
fuel, sales help, and office help, and how much it will 
add to the difficulty of selecting sound credit risks. 

3. Price Controls and Ceilings. You have become ac- 
quainted with Victory models and there may be more of 
them. A problem that already has received a lot of at- 
tention, and will receive more, is the relation of con- 
sumer credit to price ceiling regulation for these Victory 
models. Does a charge for credit violate the maximum 
price regulations? What about the store that has always 
sold for both credit and cash? What about the store 
which has always sold for credit and now wants to sell 
for cash, or vice versa? 

4. Taxes. Many consumers have substantial earnings ; 
some of them far above what they have enjoyed in the 
past. However, there are now deducted at the source 
a 5 per cent Victory Tax, a 1 per cent Social Security 
Tax, and in many states, a 1 to 1% per cent Unemploy- 
ment Compensation Tax. In addition, most workers in 
war plants are cooperating in a Victory Bond Program 
which takes 10 per cent, more or less, of their earnings. 
Sooner or later, Congress will pass legislation to collect 
income taxes currently at the source which will further 
diminish the cash actually received, so that whatever the 
earnings of the worker may be, he will be receiving in 
cash probably only three-quarters or two-thirds. It is 
this cash which forms his “disposable income.” It is this 
cash with which he will be able to make his purchases and 
pay his bills, and not the theoretical earnings with which 
he is accredited for his production. It is only this dis- 
posable income which must be taken into account when 
judging credit risks. 

5. Rationing. The rationing program is only at the 
beginning. Under the impact of war needs, the goods 
allotted to civilians will decrease in number and in amount 
and, conversely, those on the restricted lists will lengthen. 
With more purchasing power than he has ever had be- 
fore, the consumer will have less and less opportunity to 
exercise his choice. We are moving rapidly into a situa- 
tion in which only survival needs will be satisfied. 

(Turn to “Consumer Credit,” page 28.) 
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Simplified Cycle hilling 
Under Regulation W 


B. C. Gilbert, Credit Manager 
L. S. Good & Company, Wheeling, W. Va. 


LMOST EVERY CREDIT MANAGER is by 

XN now somewhat familiar with simplified cycle 

billing, so this article deals primarily with why 

we adopted it, how it operates, and how it fits into the 
new picture made by Regulation W. 

We formerly used the conventional bill and continuous 

ledger sheet set-up, but were dissatisfied with this opera- 

tion for several reasons: 


First: Our equipment was getting quite old and our 
safes did not give us the protection against fire which 
we felt we should have. 


Ledger Handling 


Second: Having no customer credit history card we 
used the ledger for both refer and collections. These 
ledgers had to be taken out of the safe each morning, lined 
up along the wall, then put away each night. They 
were handy to the bookkeepers, but not to the credit 
refer clerks, nor the collection department. Since we had 
some difficulty keeping our bills up to date all other func- 
tions were greatly handicapped. Sometimes, in order to 
authorize intelligently, we had to look through several 
stacks of sales tickets and receipts. 

Third: After the tickets were posted we had a filing 
problem. Now we photograph the tickets and send them 
to the customer with her simplified bill keeping only the 
film as our record. This not only eliminated the filing 
problem but has greatly decreased the number of bill 
complaints. Filled-up ledger sheets also had to be filed 
so that we could get to them easily. 


Fourth: Office expense had been continually climbing 
for several years. 
Fifth: We were afraid that we were headed for an- 


other depression and wanted to set up some system that 
would lend itself to 100 per cent authorization at a 
moment’s notice. 

We were constantly looking for short 


simple. Our records are consolidated and kept together. 
The Kardex account pocket contains the original applica- 
tion blank, the ledger card used for one year on each 


side, and the current tickets. 


Chatge tickets are filed in a Multi-sort as they are 
authorized. Preauthorized (Charga-Plate) tickets are 
filed as they are received. All charge tickets are fine- 
sorted by ledger control before we leave at night. (We 
rarely work overtime.) The following morning they are 
sent to the accounting office where two adding machine 
runs are taken; one, from the body of the ticket, show- 
ing ticket number and amount, the other, from the stub, 
showing the amount of the merchandise and tax. The 
automatic register shuttle is used for this second run. 
After these two runs have been proven against each other 
the tickets are returned to the Department of Accounts 
with the first run and are filed on the customer’s account 
in the Kardex pocket. Merchandise-credits are handled 
in a similar manner. Duplicate receipts for money re- 
ceived on account are also put in a rough sort immedi- 
ately, each cashier putting her number on the receipt 
along with her initials. The next morning they are sepa- 
rated by cashier numbers to balance with the individual 
cash drawers, then are sorted alphabetically by ledger 
control and sent to the accounting office with the money. 


Ledger Control Balanced 

A run of the ticket number and amount by ledger control 

is taken there and balanced with the money. Then the 

receipts are returned to the Department of Accounts, 

with the run, to be filed in the Kardex pockets. The 

receipts are filed and a progressive signal is moved to 

show the age of the account. ‘The section totals are 

posted from the run to our section control card and the 

grand totals to a summary card to. give us our daily 
accounts receivable figures. 


Each day one ledger section is billed, and 





cuts to increase our efficiency but finally 
came to the conclusion that our best bet was 
to completely rebuild our entire operation 
rather than keep working on it piecemeal. 
After spending more than a year investigat- 
ing different systems we came to the con- 
clusion that simplified cycle billing with 
unified credit records kept in Kardex Safe 
units was theoretically the nearest thing to 
a perfect credit department system yet de- 
vised, so we purchased the equipment and 
began our operation January 1, 1941. 

The principle of cycle billing is quite 








since there are twenty-six letters in the 
alphabet and usually twenty-six working 
days in a month, we are able to follow a 
fairly close alphabetical sequence in billing. 
For example, bills for the letter “A” cover 
all transactions from the second working 
day of one month to the first of the next, 
letter “B” from the third working day to 
the second, etc. This one posting covers all 
transactions in a section for a 30-day period 
so the proof sheet lists every balance in the 
section and is used as a trial balance. ‘The 
time we formerly spent taking trial balances 








CREDIT WORLD 
MAy, 1943 








is NOW 
balanc 
Sine 
accoun 
tickets 
all da 
It is 
which 
period 
accura 
Wea 
to 9:3 
work 
this, © 
go out 
althou 
forme 
system 


Cu: 
were | 
into t 
paid | 
purch 
in wh 
her ac 
to th 
show 
billing 
Boare 
passec 
use tl 
as th 

Sin 
mit 1 
unde1 
chain 
autho 
ment. 
so m: 
We | 
outle: 
well 
accou 
is jus 
much 
a de 
autor 
been 

As 
Since 
defat 
sent 
the ; 
accot 
into 
Apri 
defar 
sent 
colle 
The 
two 


bill, 


gether. 
pplica- 
n each 


ey are 
‘ts are 
e fine- 

(We 
ley are 
vachine 
show- 
e stub, 

The 
d run. 
1 other 
counts 
iccount 
andled 
ley re- 
nmedi- 
receipt 
e sepa- 
ividual 
ledger 
money. 


anced 
control 
en the 
counts, 

The 
ved to 
als are 
nd the 
r daily 


sd, and 
in the 
yor king 
llow a 
billing. 
’ cover 
rorking 
e next, 
day to 
vers all 
period 
in the 

The 
alances 








is now almost a total savings as we have very little trouble 
balancing. 

Since the bookkeeper posts only a small portion of the 
accounts each day and it takes only a few minutes to file 
tickets in any given section, most of the accounts are free 
all day for authorizing and collection work. 


It is impossible to give any absolute schedule of results 
which have been obtained because we have been in a 
period of rising prices and wages. It is hard to get an 
accurate expense comparison but we have saved money. 
We also changed our store opening hour from 9:00 a.m. 
to 9:30 a.m. in August, 1941—making three hours less 
work per week for each employee. Notwithstanding 
this, our work is up to date at all times, and statements 
go out just as promptly in December as any other month, 
although we are operating with less employees than 
formerly. We are satisfied that the money spent on this 
system was an excellent investment. 


Customer Reaction to Cycle Billing 


Customer reaction has been good and all in all we 
were getting along very nicely until Regulation W came 
into the picture requiring that accounts be cut off if not 
paid by the tenth of the second calendar month after 
purchase. It would be simply impossible for us to tell 
in which month a customer’s purchases were made, since 
her account might be billed from the 11th of one month 
to the 10th of the next and our ledger records merely 
show total purchases, returns, and cash payments for the 
billing period, and new balances. The Federal Reserve 
Board, however, realized our difficulty very quickly, and 
passed an amendment to Regulation W permitting us to 
use the 40th day after the end of each billing period 
as the default date for that section. 


Since our operation had been set up originally to per- 
mit 100 per cent authorization the only change necessary 
under Regulation W was to discontinue the use of our 
chaindex authorizing unit and have our tube room 
authorizer relay all charge tickets to the credit depart- 
ment. Charga-Plate has helped us tremendously because 
so many of our customers use their plates consistently. 
We have two Kardex safe units with a Lamson tube 
outlet between them for refers, and since the names, as 
well as the progtessive signal showing the age of the 
account, are visible in the panels our authorization speed 
is just about the same as before the regulation and it is 
much faster for refers. It is not necessary for us to use 
a default list of any sort since the progressive signal 
automatically signals a defaulted account by not having 
been advanced to the next position. 

As far as collections go the set-up is made to order. 
Since one section is billed each day one section goes into 
default each day and on that day a notice of default is 
sent to any customer whose account shows a balance from 
the second previous mailing. For example, Mrs. M’s 
account is billed as of the 15th day of March and goes 
into default if more than $2.00 of that bill is owing on 
April 24th. The next day, April 25th the N’s are in 
default for the March billing so notices of default are 
sent out to them. We have been able to greatly simplify 
collection work, particularly the first two or three notices. 
The first one is always a notice of default and the next 
two are follow-ups which depend on the amount of the 
bill, and these notices seem to carry more weight than 


those which we formerly sent. One girl handles almost 
all collections and is able to analyze and send notices to 
two sections each day, the one going into default that 
day and the one which went into default two weeks ago. 
For example, on the 15th of any month sections four 
and seventeen automatically come up for her attention. 
In this manner every account is gone over for collection 
twice each month. 

In order to properly evaluate simplified cycle billing 
we must look at the over-all picture. It is a very simple 
bookkeeping operation so devised that every operation 
aids in the control of the accounts. All of the informa- 
tion necessary to evaluate an account is in the pocket 
but no nonessential information. For credit control we 
need merely know that the month’s purchases amount to 
$25.00—and the fact that it is made up of five $5.00 
purchases is nonessential. Films of the tickets are made 
as a by-product of listing the amounts on the statement. 
Most of the work is done on a fast inexpensive ten-key 
adding machine rather than a comparatively cumbersome, 
expensive bookkeeping machine. The accounts are ana- 
lyzed and aged by the file clerk as a by-product of filing 
the tickets on the account and this adds greatly to the 
production of the collection analyst as well as making 
it possible for the refer clerk to tell the condition of 
the account by a glance at the panel. 

Not only is each individual job made easier but the 
entire operation is much smoother and more efficient 
than our former system. 


— INACTIVE STICKER — 


Certainly!! 
YOU CAN STILL USE 
YOUR CHARGE ACCOUNT 


2 Government regulations have ° 


not cancelled your charge 


privilege. As inthe past, your 
charge account here is wait- 


ing for you to say ‘Charge it.” 


TODAY 





The “Certainly” sticker, shown above, is a new 
National Approved INACTIVE STICKER 
which is producing good results for so many 
of our members. It contains a timely, vital 
message . . . bringing to inactive customers a 
word of encouragement and an assurance that 
their charge privilege is still available. .. . 
You too, can use it to bring back many valuable 
customers. 


Printed in reverse, in blue ink, on goldenrod 
paper. Price, $2.00 a thousand. 


NATIONAL RETAIL 
CREDIT ASSOCIATION 


Shell Building e542 St. Louis, Mo. 
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Earl G. Casey, Credit Sales Manager, Hale Brothers, Sacramento, Calif. 
NON-ITEMIZED BILLING is not a new idea to Our accounts receivable are operated on the unit plan, 
the customers of Hale Bros. For the past twenty years i.e., the ledger sheet and customer’s statement are posted NC 
they have been accustomed to receiving a monthly state- in a single operation. The sales checks go first to the § accou 
ment on which their charge purchases are not itemized but audit department and, after being audited, are turned over | store 
indicated simply by department number and amount. to the credit department for billing on the following day. substa 
That they are satisfied the plan adequately meets their Billers post date of purchase, department number and aa ¢ 
needs is shown by the fact that fewer customer complaints amount of purchase to the statement and ledger. They ——_ 
arise under skeleton billing than we received when every do not list a description of the merchandise. tes 
purchase had to be itemized. We rarely have more than Customers do not receive copies of sales checks with _ 7 
five requests a month for an itemized account. their monthly statement. Instead, they are asked to re- | %° 7 
From the store’s standpoint, too, experience over the tain the duplicate sales checks handed to them at the time also 
years has proved the value of this billing method. It of purchase, and to use these to check their statement. custor 
speeds up the billing operation because the only things the The only itemized statements sent by Hale Bros. now the o 
biller has Me look for on - ae the ~~ are those covering purchases made by municipal, state check: 
ment number and amount of purchase. is means that and federal agencies which must be itemized. All others Ex: 
fewer billers are required to handle the _ In fact, are in skeleton form. dee. 
even under peak conditions, four operators are a 1 we need (Editor’s Note—Weinstock, Lubin and Company, Inc. cary 
for the work of billing some 17,000 active accounts. [Department Store], Sacramento, California, is another firm | 4; 
Skeleton billing also enables us to mail our statements which — = skeleton billing - years. Py — the ~* 
romptly after the monthly closing date. Before Regula- plan about the same time as Hale Bros. e Hale 5ros., De 
WwW y h “out fe” th eS 5th of th - ” they list their departments on the face of the monthly state- Sta 
s0n WY, WHEN We CULON Of the 2It) OF the month, Our ment; and because it is important that customers retain | giscoy 
statements were always in the customer’s hands not later their sales checks, their statements contain the following ) ents 
than the second of the following month. Now, with our request in large type, ‘‘Save Your Sales Checks, to Aid You We 
closing date extended to the last day of the month, we in Checking Your Statement.’’ John Bruener Co. [Furnmi- | .444ij, 
able—because of skeleton billing—to get our bills out ture}, Sacramento, Calif, and H. ©. Capwell Co. [Depart We ai 
a ae Ss es Tae Page 7 ment Store], Oakland, Calif., also use this streamlined bill- rt 
by the fifth, at the latest. We do this without extra ing plan. And although both have adopted the system only oye 
help or overtime. recently, they report excellent results.) 1: 
date 
HALE BROS ‘Wermsrocx,Lonim axp Company.inc. chand 
KAY STREET AT NINTH ESTABLISHED 1874 credit 
SACRAMENTO, CALIFORNIA eo i2™ AND K STREETS 2. 
retain 
s0u0 To SACRAMENTO, CALIFORNIA want 
gs stater 
MR. EARL G CASEY Mr. Ira J. Watts 3. 
2769 LAND PARK OR pon a ggg > 
SACRAMENTO CALIF rs e 
name 
= sonmnccitetisusiiliipisip meee eeetemecemee eae ta vientaeqeennncnneteneeate ing 
‘iia mamni basse SN SC TE ROT Ni Ra RR te eeeeeeee eeeeee Seeeeeeeeeoeerra 5. | 
THIS ACCOUNT 16 DUE AND PAYABLE IN FULL BY THE ISTH OF MONTH FOLLOWING DATE OF PURCHASE THIS LOWER PORTION 19 YOUR RECORD AND THE CANCELLED CHECK 16 YOUR RECEIPT you y 
DEPARTMENTS DATE DEPT. NO. CHARGES CREDITS BALANCE a tn td — = pean mee ' —_— 19 eaLance OUS. -—— 
Besresceanigi wa-s | 29 1.18 1600) ler |e 16 — 
oe Soe pen oom nea aang 26 1.03 Fences, | apan7 30 5.10 55.88 Z 
== ae ARs 21 2.27 2048} bot" APRLO 55 14.80 * 
= ; ants 43 1.41 HTeewere, |APRIO | 322 3210 vA 
3 mewew, Renters, tnmmnga, Sone APRA 22 1.96 fot ba 6 Cotten Underwear APRLO oh 2.18 . CF 
——_—— APR 81 1.64 5 GASH 50.02 25.94 4 
— APRIY 10 2549] sient APR1B 64 12.2 Foe 
{oe ART 10 ry io APR25 | 1420 3-06 7} ur 
——_" APRIT 8 1.61 Sov hawen APR29 5 2.43 W-61 aa 
go tenon 8 Cates sey MwaiT 8 153 2954 a APR29 1 1.18 85 ao 
[—~ APR2 4 145 460 ieee tse Se foe = 
ja wea | 154 19.0 = = 
po asi =| $600) s746| fee uw 
4 pty tem 8 Dreseen APRS) 58 4.64 a $2 
i APRS 26 1.39 Sort areas 6 new 5 
sooo. wR ay 20 227 re 
2 =e 
$e. tape Cag ermahngs n = sa It 
i rem 
a inom <- 
—— a wi 
eee = ia 
Sore ee Jt 
 Ganmaabee -_— SAVE YOUR SALES CHECKS. TO AID YOU 
Lo Sree IN CHECKING YOUR STATEMENT tion, 
SownsTAING STORE = 6 Berens DOWNSTAIRS STORE descr 
120, womens Coun tom PLEASE BRING THIS BILL WHEN MAKING PAYMENT ty IR Sen tees Coun Was Pom Geeme beam” 
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Skeleton Billing Cuts Credit Costs 














George M. Westervelt, Controller, Kresge Department Store, Newark, N. J. 


NON-ITEMIZED BILLING of monthly charge 
accounts, a plan which was put into operation in our 
store on November 1, 1942, has enabled us to effect a 
substantial reduction both in credit department personnel 
and office equipment. Last year, for example, we had 
twenty billers. This year, with our new system of 
skeleton billing, we are operating with eight billers and 
one itemizer. Results from a customer standpoint have 
also been very satisfactory, the principal reason being that 
customers now get their bills more promptly than under 
the old system. We use the Unit Plan and all sales 
checks are pre-audited. 


Exactly a month before the change-over became effec- 
tive, all charge customers were informed by letter that we 
would discontinue itemizing the description of merchan- 
dise on monthly statements. This letter follows: 


Dear Customer: 

Starting with your purchases of November ist we will 
discontinue itemizing all charge items on monthly state- 
ments. 

We are sure that you are aware of the contribution all 
retailers are making to the war services and industries. 
We are called upon to release as many of our personnel as 
possible for the war effort. Because of this it is necessary 
for us to revise our method of billing. 

1. In the future your charge statement will list: the 
date of purchase, department number in which the mer- 
chandise was purchased, total amount of each salescheck, 
credits and payments. 

2. Beginning November ist it is most important that you 
retain the saleschecks for each purchase. These you will 
want to check against the items listed on your monthly 
statement. 

3. Whenever it is necessary to return any merchandise, 
please enclose the salescheck with the item. In this case 
our credit receipt will be your record of such return. 

4. For your convenience we have listed the department 
name and number on the back of the statement for check- 
ing purposes. 

5. The following is a sample of the new billing which 
you will receive in December. 

















RETURNED PLEASE ENCLOSE OUR CREDIT VOUCHER 

WITH YOUR CHECK POR THE DIFFERENCE. 

St [ewe | SE" veers =| casos | Paes’ comer 

NOV 1942 | eacance romwane rrom Last mowrn's wri | .00 

52 8 53 69.95 

5 10 15 150 7145 
29 CASH 60.00 11.45 














If you need further information please write (don’t 
phone) us, care of Bill Adjustment Office. 

We feel confident that with your co-operation we will 
be able to meet this problem of personnel emergency. 

Under the system of streamlined billing now in opera- 
tion, the charge account statement no longer contains a 
description of the merchandise. Instead, it lists the date 
of purchase, the number of the department in which the 
merchandise was purchased, the salesclerk’s number, total 
amount of each sales check, credits and payments. On the 
reverse side of the statement (see illustration in next col- 


umn) appears a list of the department numbers and what 
they represent as an aid to the customer. 

Customers are asked to save their sales checks for each 
purchase so that they can check them against the items 
listed on their monthly statement. They are also re- 
quested to enclose the sales check with merchandise which 
they find it necessary to return. In this case, the credit 
receipt becomes the customer’s record of the return. 

Because customers not only received adequate notice of 
our new billing policy but also were informed why such a 
system was necessary to enable us to provide efficient serv- 
ice during wartime, customer reaction has been good. 








Oar. NAME Oeer NAME Derr. NAME 
1 Jewelry 43 Piece Goods 301X Watch Repair 
1X Jewelry Repair 45 Art Needlework 315 Hosiery Repair 
2 Silverware & Clocks 46 Upholstery 328 Millinery 
3 Lecther Goods 49 Floor Covering 329 Millinery Basement 
4 Toilet Goods $2 Furniture 333 Hoover Vacuum Cleaners 
S Stationery $3 Beds & Bedding 387 Hobby Shop 
6 Notions 54 Pictures, Frames & Mirrors 379 Shoe Repair 
8 Neckwear & Ribbons 56 Lamps 380 Photographs 
9 Handkerchiefs $7 Toys 382 Beauty Parlor 
10 Luggage S8 Sporting Goods 387 Sewing Machines 
13. Umbrellas 66 W &M. Budget Dresses 389 Optical 
14 Gloves 68 Junior Miss Dresses 494 Contract 


1S Women’s & Children’s Hose. 69 Krest Food Shop 


18 Knit Underwear 72 Juvenile Furniture 


$00 Elizabeth Store 
$01 Plainfield Store 


19 Fur Repair 74 Gift Canteen 
20 Silk Underweas 75 Men's Furnishings BASEMENT DEPARTMENTS 
21 Robes & Negligees 77 Men's Clothing 
22 Cotton Shop 78 Boys’ Clothing & Furnishings | 209 Misc. Smallwares 
23 Casual Housedresses and 79 Women's Shoes oS Caer 
Uniforms 80 Patterns 220 Women's Underwear 
24 Corsets 85 Records & Talking Machines 223 House Dresses & Negligees 
26 Sports Clothes 224 Corsets 





90 House Furnishings 


27 Candy 226 Sports Clothes 











91 Kitchen Furniture 


For example, although 35,000 November statements 
were mailed, only 45 requests for itemized statements 
were received along with 65 letters of complaint against 
the new system. With the proper explanation, these 
were all taken care of satisfactorily. For the month of 
December, out of about 50,000 bills, we had requests 
for 250 itemized statements and about 60 letters of 
complaint, and these were also taken care of. 

We attribute this small percentage of requests for 
itemized statements to the fact that customers have their 
sales checks in front of them when they are checking 
their statements. Again, there is less possibility of a 
billing error when it is merely a matter of posting 
numerals from sales checks than there is when the biller 
trys to read the salesclerk’s description of the article pur- 
chased. The sales check might list “perfumery” ; the biller 
might put down “powder” instead of “perfumery.” Then 
the customer is very likely to complain that she did not 
buy any powder. 

Numerous compliments have been received from cus- 
tomers who tell us that it is very simple for them to check 
their sales checks against the non-itemized statement. 
Even with the striking reduction in the number of billers 
which resulted from installing this new system, we have 
been able to get our bills out much sooner than we could 
have under the old form of billing. Nor has this new 
billing method interfered with collections. 

All in all, we are pleased with the results so far. 
And in our opinion, skeleton billing is a system well 
worth adopting. . 
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Credit Letter Contest Winners 


Leonard Berry, Credit Manager, B. Forman Co., 
Rochester, N. Y., has been awarded first place in The 
Crepir Wor.p’s Nationwide Credit Letter Contest 
which closed on March 15. Second place goes to Dean 
Ashby, Credit Manager, M. L. Parker Company, Daven- 
port, lowa; while H. C. McNitt, Union Oil Company of 
California, Los Angeles, Cal., came third. 

So many splendid letters were entered that the judges 
found it no easy task to select the winners. Credit 
granters from all parts of the country took part. Typical 
of the interest shown were the remarks of Mr. Berry in 
his entry letter. He said, “I can never resist a contest 
nor can I resist the opportunity of writing letters. Both 
are a challenge to me. I think that this contest is a 
splendid thing because out of it will come some very fine 
letters that will be helpful to all of us.” 

Four of the prize-winning letters appear on the oppo- 
site page. Others will be printed in later issues of The 
Crepir Wortp. The Committee, E. F. Horner, Credit 
Manager, Kline’s, St. Louis, and J. Gordon Dakins, Edu- 
cational Director, N. R. C. A., joins me in congratulat- 
ing not only those who received awards but all who en- 
tered the contest. 


. List of Prize Winners 

1st Prize. Leonard Berry, Credit Manager, B. For- 
man Co., Rochester, N. Y. 

2nd Prize. Dean Ashby, Credit Manager, M. L. 
Parker Company, Davenport, Iowa. 

grd Prize. H. C. McNitt, Union Oil Company of 
California, Los Angeles, Cal. 

4th Prize. Miss Mary L. Mazzoni, Credit Depart- 
ment, Kline’s, St. Louis, Mo. 

sth Prize. Mrs. Rosalice S. Bunn, The City Dairy 
Company, St. Paul, Minn. 

6th Prize. Charles Burrell, Department of Accounts, 
James McCreery & Co., New York, N. Y. 

7th Prize. H.L. Barrick, Divisional Credit Manager, 
Bullock’s, Los Angeles, Cal. 

8th Prize. P. MacIntyre, Credit Manager, Lane 
Bryant, Inc., Indianapolis, Ind. 

oth Prize. Glenn Anglin, Credit Manager, Ellis Stone 
& Co., Durham, N. C. 

roth Prize. A. H. Odell, Credit Manager, H. S. 
Barney Company, Schenectady, N. Y. 

11th Prize. D. C. Hoyt, Credit Manager, Winkle- 
man’s, Port Huron, Mich. 

12th Prize. W. F. Kalaus, Department of Accounts, 
Meigs & Co., Inc., Bridgeport, Conn. 

13th Prize. Geo. K. Fried, Credit Manager, The 
Printz Company, Youngstown, Ohio. 
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14th Prize. Miss Lillian Gordon, Credit Manager, 
Gates Dry Goods Co., Fort Dodge, Iowa. 


15th Prize. Herbert F. Kaempffe, Credit Manager, 
Lowits, Hackensack, N. J. 


Honorable Mention: Herman Zand, Manager of 
Credit Sales, Houseman’s, Grand Rapids, Mich.; Miss 
Mary A. Wall, Credit Manager, The Crosby Bros. Co., 
Topeka, Kansas; H. H. Christensen, Assistant Vice- 
President, American Trust Co., San Francisco, Cal.; 
Louis Spencer, General Manager, Spencer Collection 
Service, Oakland, Cal.; and F. W. Schrimpf, Manager, 
Credit Sales, L. Hummel’s Sons, Pottsville, Pa. 

In determining the prize winners, each member of 
the committte analyzed all entries and marked the back 
of the letters according to choice. Later when the com- 
mittee met, it was striking to see how similar their views 
were although all members had not agreed on the exact 
order of the awards. 

The factors which governed the choice included sub- 
ject matter, interesting treatment, friendliness, up-to-date 
wording, forceful structure, and the general quick im- 
pression that the letter gave. 

As you look at all four of the illustrations on the op- 
posite page, you will be able to see why these letters were 
selected. Notice the refreshing treatment of the first- 
prize-winning letter. It chats with the customer in a 
very well organized way. 

The same thing is true of the second-prize-winning 
letter, by Dean Ashby, Credit Manager, M. L. Parker 
Company, Davenport. Mr. Ashby has long used the 
credit department facilities for some of the finest sales 
material that his company sends out. 

The third-prize-winning letter, by H. C. MeNitt, 
Union Oil Company of California, Los Angeles, uses 
the powerful approval appeal throughout. It is char- 
acteristic of the fine attitude and treatment by this com- 
pany of all of its accounts. 

The fourth-prize-winning letter caused the committee 
the greatest “argument.” Mr. Horner was reluctant to 
permit consideration of any letter by his firm. Never- 
theless, the other members of the committee, in all fair- 
ness, and after a thorough analysis of the various entries, 
insisted on giving proper position to Miss Mazzoni’s let- 
ter. Don’t you agree that it is worthy of its place? 

In the coming months, it is the present plan to pub- 
lish as many of the remaining entries as possible. 


Letter Writing Contest Committee 
J. Gordon Dakins, Chairman 
E. F. Horner, Credit Manager, 
Kline’s, St. Louis 
Aline E. Hower, Letter Counselor, 


St. Louis 
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B.FORMAN CO. 


Clinton An enue South... Rochester, New York 


January 18, 1945 


Mrs. John Charles Thomas 


38 Jewel Terrace 
Rochester, N. Y. 


Dear Mrs. Thomas: 
Regulation’ Regulation tt Reguletion ttt 


Even in such a personal mat 

credit, the necessity ear calls red pote il 
In the wisdom of your Government, retail credit 
has now been regulated and bills must be paid 
promptly to ensure a continuance of the credit 
facility. No, the Government does not prevent 
credit - not at all - it wants us to use that 
ain method of carrying on our daily affairs 
Pay socaeae and you and I know it is right, 


Your account will be restored to ful 

1 
privileges by receipt of your check for $10 _ 
It'll be in the mail today !" you say. Thanks @ lot 


Sincerely yours 











M. Le ParRKER GOMPANY 


FOUNDED 1906 


Davenrorr, lows 


@ 


Mr, J. Doakes 
14556 Mainland 
Davenport, Iowa 


Dear Mr, Doakes: 


Establishing your home in Davenport means new 
things to do, new places to go, now friendships to 
be made; of course, the latter is of greatest in- 
terest. We want to be one of your first new friends 
and to become well acquainted with you. 


Parker's has a thirty-siz-year-old reputation 
of the highest degree for serving and satisfying the 
people in this community. Truly, we are the store 
that every woman thinks of first when she starts on 
@ shopping tour. 


Will you let us have the pleasure of assisting 
you in your “discovery” of our store and ite many 
features? We have opened an account for you and our 
credit department personnel will enjoy showing you 
about. Your most convenient time will be our appoint- 
ment with you. 


Sincerely yours, 


wu. L. P COMPANY 


Union Oil Company of California 


600 UNION OIL BUILDING 


LOS ANGELES, CALIFORNIA 


GB) April 16, 1943 


Mr. John Jones 
1224 South 5th Avenue 
Los Angeles, California 


Dear Mr. Jones: 


We of i 
fer our sincere appreciation 


have given us. for the patronage you 


It is a pleasure to serve you, 
Yo 1 i 
tt a in retiring monthly statements ha, 
€ confidence ; 
cud ue Ste we had in you when your first credit 


It is so seldom th, 
at your a 
caused us some woniesnant, ae due, thet it 


Since we ha ¢ 
of what could be ve no definite knowl 
prohibiting paym ange 
@ short extension of ie ent, we thought you might need 


If you are unable to va 
payment on account, 
why and when payment 


y the full balance now, 
Then use the back of our 1 
of the rest can be made. 


just send in a 
etter to tell us 


Yours very truly 


\\py, 








Conc Ae OPFCE me BO MORGAN Ave 


KLINE’S 


WASHINGTON AND SIXTH 


St. Louis, Mo. 


May 18, 1943 
Miss Jane Doe 
15 Grand Boulevard 
St. Louis, Missouri 


Dear Miss Doe: 


The time is fast approaching when you will want 
to wear the lovely coat you bought earlier this 
year. 


As you know, this coat is now in our Lay-a-Way 
Department, and should you desire to change this 
purchase from a lay-a-Way to @ Charge account, we 
will be only too happy to arrange this matter for 
you. 


Your coat in our store on the Lay-a-Way, plan means 
that it must stay in our vaults until it is 
completely paid for. Switched to a Charge or @ 
Budget account, however, it will not be necessary 
for payments to be completed prior to your aring 
it. They may be continued while you enjoy its 
luxurious beauty and warmth. 


If you are interested in either of these plans, 

it is suggested you fill out and mail to us the 
enclosed form, indicating the type of account 
desired, so that we may arrange for this as 
quickly as possible. 

May we have the pleasure of serving you real soon? 


Cordially yours, 


CREDIT WORLD 
Mayr, 1943 
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“Golden Triangle” of Pittsburgh comes a revolu- 

tionary idea, simple in its entirety, rapid in its 
effect and economical in its operation. An idea that pre- 
sents unlimited possibilities in the now much worried and 
harassed field of credit reporting and operation. 


IF MERGING FROM the fog- and smoke-encircled 


It was only recently through the Service Bulletin of 
the A. C. B. of A. that I praised the work of bureau 
managers, who were sailing through the turbulent sea of 
adversity, with so much courage in the face of seemingly 
insurmountable obstacles; and so it is with feelings of 
mixed emotions that I set forth a plan by Tom Ford, the 
new Manager of The Credit Bureau of Pittsburgh, and 
congratulate him on his thinking, outlining, and develop- 
ing it with Carl Gath, Systems and Methods Engineer 
of Remington Rand. Mr. Ford mentioned his thought 
at a meeting of several credit executives, but because of 
a question of getting materials, there did not seem to be 
any reason to give much consideration to studying its 
possibilities. But in his determined way, the Credit Bu- 
reau Manager kept thinking about it. He finally was 
assured all the necessary equipment was available, and 
later we discussed it again. There were many points that 
had to be worked out and I had the good fortune to be 
asked to meet at the Credit Bureau Manager’s office with 
Carl Gath of Remington Rand to study the plan before 
. referring it to the proper committees. 

Several hours of many days were taken to finally con- 
vince the three of us that here was a brand new idea 
that would do more for the reporting agencies and the 
credit profession than any that had been introduced in a 
decade. It was so practical and yet so different that we 
wondered why it was not already in operation in many 
bureaus all over the country because of the astounding 
low cost of starting it. This plan, we are sure, will prove 
beneficial to all bureaus who in the face of problems such 
as reduced volume, personnel, equipment, etc., see operat- 
ing costs mounting to a point where profit and the means 
of staying in business are menacing problems. 

It is with a realization that retail credit granters are 
facing a most hazardous future, unless the continuation 
of bureaus, at least on an even basis, can be maintained 
for the duration, that we attempted to visualize, through 
facts and figures, what otherwise might be called crystal 
gazing or wishful thinking. In looking into the various 
functions necessary for any bureau operation, ordinary 
but nevertheless important problems such as wages, per- 
sonnel, rent, printing of forms, stationery and other office 
supplies are all more or less fixed items of expense. There- 
fore, these matters present a problem of growing magni- 
tude in the face of declining volume, and make it man- 
datory for either credit executives, bureau managers, or 





*Mr. White is Vice-President, Harris Stores Company, 
Pittsburgh, Pa., and First Vice-President, National Retail 
Credit Association. 
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both, to find a workable, inexpensive plan that would 
permit the bureaus to continue or even expedite service 
to its members at a lower cost. 

Possibly there are some who will question such attempt 
at Utopia-building of bureau operations by credit execu- 
tives. But nevertheless there is no one who can deny 
that the credit profession has at stake as much as or more 
than bureau operators themselves, because we of the credit 
profession tacitly admit, were the functions of bureau 
reporting to collapse or of necessity to reduce the scope 
of their investigations, we as representatives of retailing 
would be in a most precarious position and in the coming 
post-war era would find ourselves starting from scratch. 
In the rebuilding process we would undoubtedly suffer 
irreparable losses due to the inavailability of case histories 
of debtors, such records having been either lost or de- 
stroyed in the collapse of certain bureaus. 

Any new idea that is a radical departure from stand- 
ard or accepted practices can be developed only through 
cooperation, understanding and willingness to spend hours 
of time and research in going over the entire procedure. 
In this we were more than fortunate in having as mate- 
rial aides, such experienced and capable executives and 
developers of ideas as Messrs. Overall, Clarkson, Klein, 
Blackstone, Kaessner, Lindberg, Leonard and Wilson. 
All of these men have had years of experience in credit 
office procedure and other important functions of busi- 
ness. All were most obliging in giving their time, ideas 
and talents to the end that this plan is now in the process 
of being put into actual operation. Mr. Gath, through 
many years of experience in the development of systems 
for all types of business operations that have been of par- 
ticular aid in the field of retailing, completed for us a 
most thorough study of effective operation after receiving 
the nucleus from which to build. So to him and Reming- 
ton Rand, the company he represents, goes a word of appre- 
ciation for the able manner in which an idea has been 
developed into a workable plan that will prove sound, 
beneficial, profitable and most desirable. 

In this revolutionary, workable plan will be the only 
known method of eliminating nonproductive employees, 
in other words, most employees will be a part of produc- 
tion. This is in itself a radical change from all known 
practices in any type of operation. After analyzing the 
present operation and making workable comparison with 
the contemplated newer method, it was proved beyond 
the shadow of a doubt that at least an answer was found 
that would eliminate cumbersome costly methods that 
resulted in lost filing records, lost time and resultant 
poor service. 

It is regrettable that space will not permit a complete 
picture of all the attributes of this unusual plan; how- 
ever, the June Crepir Wor-p will include illustrations, 
factual percentage of savings, and important details of the 
main operation factors from beginning to end. 
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New Check Cashing Charges 
For Minneapolis 
eee eee eee eee ee aoe erelcle 


A new schedule of check cashing charges has been 
adopted by the Minneapolis Retailers Association, and 


ITN NAVAN 
Campaign to 
Know Your Endorsers 
yee ool 


The Knoxville Retail Credit Association, Knoxville, 
Tennessee, has been working in close cooperation with 





became effective on February 1. These charges are as the United States Secret Service in connection with the 





follows: handling and cashing of checks. A campaign is now in 
Minneapolis and St. Paul Checks effect to “Know Your Endorsers,” and this Department 
Checks wp to $58 lachaive 5¢ furnishes placards which read as follows: 
$51 to $100 inclusive 10¢ 


Over $100 at the rate of five 
cents for each additional $100 
or fraction thereof. 


Out-of-Town Checks 
CHECKS COLLECTIBLE THROUGH 
THE FEDERAL RESERVE BANK 
Checks up to $50 inclusive 10¢ 
$51 to $100 inclusive 15¢ 
Over $100 at the rate of ten cents 
for each additional $100 or 
fraction thereof. 


CHECKS NOT COLLECTIBLE THROUGH 
THE FEDERAL RESERVE BANK 
Checks up to $10 inclusive 15¢ 
$11 to $100 inclusive 20¢ 
Over $100 at the rate of twenty 
cents for each additional $100 
or fraction thereof. 


The United States Secret Service and 
Post Office Inspectors 
Warn You Before You Accept 
Government Checks and Money Orders 
Demand Absolute and Positive Identification 


DO NOT CASH 


Checks for Strangers 
“KNOW YOUR ENDORSERS” 








These cards are furnished to members of the Retail 
Credit Association of Knoxville who cash checks, for 
prominent display in their place of business. They are 
also displayed by all banks. 

Members of the National Retail Credit Association 
who are interested in this endeavor may obtain these 
cards by contacting their nearest United States Secret 
Service office. 





Your Insurance Against Violation 


HANDBOOK o; REGULATION wt 


(Including New Supplement) 





The Layman’s Handbook 


of A program to enforce the provisions of Regulation W has now been 
REGULATION W adopted by the Board of Governors of the Federal Reserve System. 
Their investigators are in the field. They may soon call on you! 


Are you ready to receive them? Remember—the Government in- 
tends that the Regulation must be observed. One firm has already 
had this truth brought home in a striking manner. They had to 
suspend the operations of eight stores for an entire week because 
they neglected to observe the rules. Yes, it’s true. . . . Regulation 
W has “teeth.” 

Are you certain that your staff is complying fully with the rules 
and that the procedure adopted in your credit department meets 
the requirements? 

| You can make sure with the LAYMAN’S HANDBOOK OF REG- 
ULATION W (including New Supplement). It will bring you up 
" date on Regulation W and enable you to comply fully with the 

es. 
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By 
J. Goepon Dawns, LL. B., Educational Director 


NATIONAL RETAIL CREDIT ASSOCIATION 
Escestive Offices « + $4. Louie, Missonci 


| Insure against violations by using this HANDBOOK (and Supple- 
ment). The only complete treatment of Regulation W that has 
been printed to date. Six thousand copies already in use. 





Price, including free copy of New Supplement, 75c to members, nonmembers $1.25. 


If you now own a copy of the HANDBOOK, you can secure a copy of the Supplement at 10c a copy 
to cover cost of handling. It contains the latest amendments and interpretations issued by the Board. 
Fits snugly inside the HANDBOOK. (Please send remittance with order.) 








NATIONAL RETAIL CREDIT ASSOCIATION 
SHELL BUILDING 6 «© «© «© « e« e ST. LOUIS 
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Lewis B. Skinner, Credit Manager 
Wm. H. Roberts & Sons Dairy, Indianapolis, Ind. 


HE CLOMP-CLOMP of old Dobbin’s hoofs 

i and the clang of metal wagon tires on the pave- 

ment proclaim to America that the dairy indus- 
try has geared itself to the demands of war. 

One of the most unpublicized roles on the home front 
is the job your milkman is doing. Today as never be- 
fore, it is a very difficult job to deliver a quart of milk 
to your doorstep, but as in the past your milkman is do- 
ing his very best. 

Like any other business, the dairies of America today 
are operating under a maze of Government regulations. 
Their problems in most instances are unlike those of other 
industries because the customer does not come to the 
place of business, but rather the place of business goes 
to the customer. A few years ago, it was the prevailing 
custom to deliver all milk before breakfast and on col- 
lecting days to double back after delivery. This is now 
just a memory of the good old days. 

Soon after Pearl Harbor, milk companies got in step 
with the increased tempo of war. Delivery to retail cus- 
tomers was restricted to every other day and call backs 
for any purpose were prohibited under Government regu- 
lation. This necessitated a later delivery schedule be- 
cause all customers had to pay on delivery. This, too, 
presented many problems. At numerous homes both 
members of the family are employed. On the early de- 
livery schedule the milkman could make his collection 
before the workers left for their jobs. Many of these 
people do not have a checking account, consequently they 
are not able to mail payments to our office. So that they 
might pay, a solution had to be found. The best answer 
to this, we found, was collecting on the Sunday delivery. 

Regulation W, invoked to control retail credit in many 
fields, posed problems for the dairies, which are not gov- 
erned by the Regulation. Many people, in an effort to 
keep their department: store accounts and other charges 
within the limits of Regulation W, tried to forego paying 
for their milk, in spite of the fact that their milk accounts 
were near the saturation point. In such cases, 
it was considered good practice to send a let- 
ter to the delinquent customer, pointing out 
that the account was delinquent and unless 
reduced, service would be discontinued. 

Another difficult problem confronting those 
_ administering dairy credit is the increased 
number of skips. The increase in this prac- 
tice is very pronounced and is a headache to 
combat. 

The dairy credit manager is unique in his | 
field. He does not grant credit—he attempts | 


14 CREDIT WORLD 
MAY, 1943 





to control it. Almost without exception all credit is 
granted by the salesman on the street. This feature of 
the dairy business is unusual as compared with the credit 
granting practice of other commercial firms. Instead of 
the customer coming to the credit manager’s office and 
being interviewed by a person whose sole interest is 
credits, the customer begrudgingly gives only meager in- 
formation at the back door to one, who, in the customer’s 
opinion, is merely a deliveryman. In most instances, the 
customer has secured merchandise on credit before the 
credit manager has the essential facts to call the credit 
bureau. Fortunately, in the milk business as well as in 
other lines of endeavor, most customers are honest and 
intend to pay their bills regularly. Of course, there are 
those who accept our merchandise freely and never pay 
a red cent. 

Some route men are overly credit-conscious, others are 
not. It is the job of the dairy credit manager to teach his 
theory of dairy credits to the route salesmen, and to im- 
press upon them its importance. Today, with the large 
turnover of employees, this task must be repeated time 
and time again. Care must be exercised in the handling 
of those men who are too credit-minded. These em- 
ployees must be encouraged to place the proper empha- 
sis on sales and service. 

The drafting of men into the armed services, leaving 
dependents who must have milk, has created another 
serious problem of credit for the milk industry. De- 
pendency allotments which must be used to pay neces- 
sary household expenses are often delayed several months. 
The handling of this situation requires tact. If the ac- 
count is current, it has been our policy to extend the 
necessary credit and exact a promise that the account 
will be paid in full when the check is received. On ac- 
counts already delinquent, there are several methods that 
could be used. One is to grant further credit and to 
receive the promise that the balance will be steadily re- 
duced. Another is to put the customer on a C.O.D. 
basis and to carry the delinquent balance. 
The last and most difficult method is to make 
a point blank refusal of further credit be- 
cause the balance is already excessive. The 
last method is not recommended, even in the 
seller's market which we now enjoy. Good 
will must still be looked upon as a valuable 
asset. 


Constantly before the dairy credit manager 
is the realization that his is a public trust. 
Many babies depend, by physicians’ recom- 
mendations, on the products of a particular 
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dairy as the only food for the infant; consequently each 
delinquent account necessitates individual study of the 
facts in each case. Because of the peculiar nature of our 
business and the tremendous responsibility involved, the 
sincerity of purpose of the delinquent individual as well 
as his paying record, must be considered before ordering 
service suspended. It is worthy to note that the milk 
business in many sections of the country is regulated much 
as a public utility. In spite of all the various investiga- 
tions made by city councils and state legislatures, there 
has never been a suggestion to change the credit practice 
of the dairies. It is well to emphasize to salesmen the 
same old rules that have proved their value in the past. 

1. Be punctual in collecting. If the customer can depend 
on your being there on a certain day at a certain time, 
paying will become a habit. 

2. Make the bill important to the customer. Collecting is 
vital to you. If you act as if collecting is only a trivial 
formality, your bill will be set aside in favor of payment 
to someone who is aggressive and goes after his money. 

3. Be polite, be tactful, but be firm 

4. Lay your problems before the credit manager, do not 
wait until he seeks out your difficulties. 

The milk industry is operating under many regula- 
tions and restrictions. Some are Government orders and 
others are voluntarily assumed as a further contribution 
to the war effort. We have reduced our mileage more 
than the 25 per cent required by Federal Government 
Regulations. The sale of whipping cream and pints of 
milk is not allowed. If customers are careless in return- 
ing our bottles, we must charge one cent for each bottle 
delivered in excess of those returned. There is seldom 
enough butter available to fill orders but we do attempt 
to allow a proportionate share to everyone. Although 
these regulations sometimes impose severe hardships, we 


have always maintahied the same high standard of qual- | 


ity and service. 
Qualifications of a Milk Salesman 

The present wages of the milk salesman are compar- 
able to those of employees in industrial plants. The dairy 
industry is happy to pay him these wages because it recog- 
nizes the various talents he must possess. He must be a 
super salesman, a conscientious credit man and collector, 
a regular deliveryman and an accurate bookkeeper. Re- 
gardless of weather conditions, the customer can always 
depend on the milkman making his deliveries. 

Despite the fact that the milkman is well paid, the 
cost of a quart of milk delivered is usually only one cent 
higher than the price paid for cash and carry. This dif- 
ferential compares favorably with the rate for which the 
Post Office delivers your local mail. 

Notwithstanding the upheaval in our former normalcy, 
the dairies have been able to show progress in their credit 
departments. The number of days sales outstanding has 
been reduced by most dairies. The bad debt loss in per- 
centage to sales has also been reduced. The average loss 
of dairies is approximately a quarter of 1 per cent of 
sales. This loss compares favorably with other lines of 
credit business. Practically all retail milk sold is on a 
credit basis. 

Briefly, the position of your milkman is to render a 
service and deliver a quality product to his customers as 
is permitted during these trying times. He hopes the cus- 
tomer will have a sympathetic understanding of the ob- 
stacles involved so that when the conquest dreams of 
Hitler, Mussolini and Tojo have been nullified, he may 


still warrant your continued and prized patronage. 





“Six more applications for membership in the National are 
enclosed. I am not going to stop and rest on my oars. I want 
more of my members to get the habit of reading The Crepit 
Wokr_p regularly. As your recent release so aptly states ‘Na- 
tional Members Make Better Bureau Members,’ and I am go- 
ing to continue to drive home that point in my weekly bulletin. 
Count me in on your National membership campaign, for I 
certainly think it is one thing every bureau manager should 
do. Get new members to read The Crepir Wor.tp and they 
just can’t help being better members of the bureau.”—E. H. 
Ward, Manager, Uniontown Credit Bureau, Inc., Uniontown, 


Pa. 
> 


“We, in Canada, hope that American credit men 
will continue to write the very instructive articles 
which have made The CREDIT WORLD such a 
great success and of so much assistance to us over 
here.”"—R. J. O’Hagan, Manager, Credit Sales De- 
partment, Chapples Limited, Fort William, Ont., 
Canada. on 


“The letter from London in the March Crepir WorLD was 
as refreshing to me as an oasis in a desert. I usually tell 
customers why I reject them for credit. All my life I have 
found that frankness coupled with courtesy clicks about ninety- 
nine times out of one hundred, and if you can be of any help 
to a person, it is after you have gained their confidence by your 
own honesty.”—Julia M. Croft, Credit Sales Department, T. L. 
Combs & Sons, Omaha, Neb. 


i 


“I most heartily congratulate you on the Canadian 
Number of The CREDIT WORLD, and even more 
than that upon the spirit which prompted the allo- 
cation of this issue to Canada.”—C. R. M. Gale, 
Credit Manager, David Spencer, Ltd., Vancouver, 
B. C., Canada. _ 


“Thanks for the fine job you made of the March Crepir 
Wortp which was dedicated to Canada. I have received many 
gratifying comments from various members of our Association 
and I am quite sure that extra copies in the hands of Bureau 
Managers in Canada can be used extensively as an argument 
for membership. I am sending in one new member who was 
very much impressed by the issue. I feel that by putting such 
a copy in his hands when he joined our organization, he was 
getting a real lesson in cooperation.”—Thomas Downie, Man- 
ager, Retail Credit Grantors’ Bureau Ltd., Vancouver, B. C, 
Canada. 

=<) 


“May I compliment you upon the March CREDIT 
WORLD. As you suggest, the whole North Ameri- 
can continent should be considered as one nation— 
our objectives are the same.”—Lt. O. L. Akins, Jr., 
2224 F Street, N. W., Washington, D. C. 


& 


“Please send us 150 of the folder Let’s Look at the Record. 
We will enclose them in the next issue of our weekly bulletin 
and see if we can add a few members to the number we now 
have in Marion. I realize that every member of the National 
Retail Credit Association is a better informed user of bureau 
service, and I think all bureau managers should do all they 
can to increase the membership of your splendid organization.” 
—Harry C. Jones, Manager, Marion Credit Bureau, Marion, 
Indiana. 

=<) 


“I was delighted to have been the winner of the 
first prize in your Nationwide Credit Letter Contest. 
The $5.00 in war stamps promptly went into my War 
Stamp book and will help considerably toward the 
next bond. Equally, if not more important, how- 
ever, is the feeling of success and it is with deep 
satisfaction that I realize that I can still write a 
letter."—-Leonard Berry, Credit Manager, B. Forman 
Co., Rochester, N. Y 
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GUARD YOUR CREDIT 
AS A SACRED TRUST 








N THE GROWTH of our membership from 17 
ll in May, 1937, to its present number of 132, the 

most important element of our Unit’s success is the 
“National Retail Credit Association” tie-up. The mem- 
bership realizes the many benefits afforded them through 
the “National”—not the least of which is The Crepir 
Wor p. 

Our bureau membership was awakened to the benefits 
of National affiliation during the visit of General Man- 
ager-T reasurer, L. S. Crowder, to this city in March, 
1938, on the occasion of the Bureau’s tenth anniversary 
celebration. Since that time the National Unit of our 
Bureau has shown a steady membership growth. This 
growth has resulted in much financial assistance to the 
Bureau, permitting it to better serve the community as 
a whole. Our volume of reports has fallen off 60 per 
cent since 1941; however, our gross revenue is off only 
7 per cent. It has also extended our “service” boundary. 
A well-informed membership better knows the varied 
services available and how to use them. In good will, 
having members scattered over our 2,000 square miles of 
reporting area affords us friends in every community, 
willing, even desirous of reporting to us the condition 
of their accounts—a valuable source of information. 


Opportunity Knocks 


A real opportunity to increase our membership was 
afforded in May, 1942, with the advent of Regulation 
W and the General Maximum Price Regulation, and 
we took full advantage of it. 

Joining with the Mayor of Elkins, we sent notices to 
350 merchants of our reporting area, announcing a meet- 
ing for the purpose of discussing these regulations. We 
found the 150 retail credit granters, who came as far 
as 55 miles, ready and anxious to receive assistance in 
applying Regulation W and in complying with the pro- 
visions of the Generali Maximum Price Regulation. 

To meet the situation we prepared a collection kit 
(using National Office collection helps, stickers, inserts, 
forms, etc.*) and a form for use by the retail trade in 
reporting cost-of-living items to OPA. A special sub- 
scriber’s rate was set up as an inducement to retailers 
to join the Bureau. This subscription service included: 


1. Membership in the National Retail Credit 
Association. 

2. Semi-monthly Credit Bureau Bulletin. 
3. Assistance with problems connected with 
Regulation W and price regulations. 

4. Privilege of obtaining credit reports at 
specified rates. 


*Samples are available from the National Office without 
cost, upon request. 
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Outline of a procedure in which L. L. Cook, Mage Cre 
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We disposed of 55 collection kits at $2.50 each, dis- 
tributed 150 OPA report forms at $1.00 each and ob- 
tained a net total of 65 new members. 


We maintain membership interest among our current 
and prospective subscribers by brief bulletin analyses of 
all regulations, orders, rationings, etc., from the Federal 
Register. Consultations are frequent, and apparently 
most helpful to the merchants of this area. In our 
bulletin we also make frequent reference to articles, 
books, credit and collection helps, etc., appearing in the 
current issue of The Crepir Wor p. 


I cannot sufficiently emphasize the value, especially 
to the smaller bureaus, of furnishing Federal Register 
information to members. It is a service available from 
no other source, not even OPA, for the smaller business- 
man who does not subscribe to trade journals or know 
where to obtain the necessary facts to comply with regu- 
lations and orders. 


It has been a simple matter to include National dues 
in all membership fees and we have done so consistently 
since May, 1942. We have found it convenient to remit 
to the National Office each month, one-twelfth of our 
Unit’s annual dues. 


In order to introduce the subject of National member- 
ship to our bureau members, we enclosed the following 
editorial in one of our bulletins: 


NEW DAY—NEW OPPORTUNITY 


This is a day when, as never before, the adage “United 
we stand—divided we fall” really means what it says. The 
problems our Bureau (Association) members face are mutual. 
Our individual solutions depend upon the solutions of the 
problems of the whole. 

One of the most potent contributions to the mutual solution 
of our varied problems is being made by the NATIONAL 
RETAIL CREDIT ASSOCIATION. This is an organization 
of over 30 years standing—an association of Retail Merchants, 
Wholesalers, Bankers, Utilities, Credit Bureau Managers, 
Credit Managers from all phases of business, tens of thousands 
of them in the United States. : 

On the program of its National Conventions appear the 
most experienced and authoritative, the most prominent and 
successful business, professional and governmental men of the 
world. 

In its magazine, The Crepir Wortp (the only publication 
devoted exclusively to retail credit), is carried the very best 
thought and wisdom of practical retail granters everywhere. 

The Association’s activities cover a wide field of endeavor: 
locally, in meetings where the business and professional men 
may discuss local credit problems and exchange ideas; and 
nationally, through nation-wide activity for the prevention of 
credit losses, curbing of fraud and elimination of undesirable 
credit practices. 

It conducts credit education classes, promotes State and 
National legislation beneficial to the retailer and consumer, 
furnishes collection letters, stickers and inserts, and maintains a 
research division for making fact-finding studies of vital credit 
problems. 

The Association holds State, Regional and National, Con- 
ferences and credit forums—a powerful influence in making 
credit business the profitable enterprise it has become. 


I have given you this outline of our National Association so 
that you may become acquainted with the facts and can the 
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more confidently accept the proposition I shall make in our 
next Bulletin. THANK YOU! 


In order to close the subject of National memberships 
we enclosed the following editorial with one of our sub- 
sequent bulletins. In addition, we included a small 
membership folder entitled “Let’s Look at the Record” 
(containing application blank)*: 


WITH YOUR PERMISSION 


I want to make a suggestion to every member of our Bureau 
(Association). I have given the matter much thought and 
make this proposition only after due deliberation and I sin- 
cerely trust every member will go along with me. 


Nohe of us spends any money these days without feeling 
assured it is well invested. What I have to propose costs so 
little in relation to the value received that I am confident you 
will agree. 


A membership in the National Retail Credit Association is 
$5.00 per year. I propose to take care of 80c of that and 
you let me bill you for the balance at 35c per month. As a 
member of the National Retail Credit Association you will: 

1. Receive the monthly magazine The Crepir Wor pb, which 
contains such articles as “Questions and Answers on Regulation 
W,” “The Effects of Credit Control in Canada”; “Installment 
Credits in Wartime”; “The Outlook for Business Under To- 
day’s Planned Economy”; “Enforcing Claims Under the Sol- 
diers’ and Saliors’ Relief Act”; “Present Impotence and Poten- 
tial Power of Small Business in National Affairs”; “Reducing 


Credit Office Expenses”; “Letters”; “When the Smoke Clears - 


Away” and “Credit Granting in the New Day.” 

2. You will be privileged to use the National emblem on 
your invoices. 

3. You may use their collection letters and stickers, business 
forms, etc. 

4. You may have the benefit of and join in legislative activi- 
ties, attend local meetings, etc. 

5. And, perhaps the greatest of all, you afford ME the 
opportunity of rendering a greater service to you and the 
community. With every Bureau member also a member of 
our National organization, receiving The Crepir Wor p, 
keeping up with the latest and best in business and credit, 
using the valuable material furnished by the National, you are 
more fully able to use me and the Bureau to build up and safe- 
guard your business in the perilous days ahead. 

I earnestly request your permission to allow the 35c charge 
so I may PROVE my point. If I don’t prove it within the 
year, I'll, personally, reimburse you your $4.20. If I do not 
hear from you to the contrary, I shall place you on our 
National list. THANK YOU! 


Suppose every bureau manager in the United States 
and Canada could be induced to include the foregoing 
editorials in their bulletins. What a flood of National 
members would result! The benefits would be tre- 
mendous. 

The population of Elkins is 8,133, and our reporting 
area population 40,000. In proportion to the size of 
our city, a National Unit of 132 is quite an achievement, 
or so it would seem. I have done nothing, however, that 
80 per cent of the bureau managers throughout the 
country could not likewise do. It is a simple and easy 

*This eight-page folder, outlining what the National Retail 
Credit Association has accomplished since its organization in 


1912, is available from the National Office, free of charge, 
upon request. 





GUARD YOUR CREDIT 
AS A SACRED TRUST 








matter and I consider it a delightful experience to be 
able to make available to such a large portion of our 
business and professional groups the benefits of the 
National. It is a great pleasure, too, to direct the 
operation of a Bureau which has a one hundred per cent 
National membership. 

We have received awards from the National Retail 
Credit Association for five consecutive years for having 
the largest National Unit in proportion to population. 
In 1938 we received a trophy; in 1939 a gavel; in 1940 
a plaque; 1941 honorable mention; and 1942 a cash 
award of $25.00 for outstanding work of a bureau 
manager making the best membership showing. Maybe 
we can make another award in 1943. 

A 42-page booklet has been made available by the 
National Office for its members, entitled The Value of 
Retail Credit Associations. It was prepared especially 
to show how credit associations should be organized and 
conducted, and contains: 


A copy of membership agreement. 
. Suggested constitution and bylaws. 
. Association activities. 

How to make meetings interesting. 
. Educational campaigns. 

Legal work. 

. Collections. 

. Pooling of claims. 

. Code of Ethics. 


And other valuable information. 


This booklet was published at the request of many 
members of the National Retail Credit Association and 
fulfills a long-felt need. We have used this booklet and 
believe it is one of the most constructive pieces of litera- 
ture for the credit bureau manager that we have ever 
seen on the subject. The spirit and enthusiasm that is 
attained when you study this booklet is great and from 
it we have planned our credit unit program. We intend 
to follow this booklet as there are some wonderful ideas 
in it. 

Other cities desiring to organize a credit association 
or those National Units interested in keeping their mem- 
bers alive to their activities will find this booklet a 
handy reference guide. It is obtainable, free of charge, 
upon request, from the National Retail Credit Associa- 
tion, Shell Building, St. Louis, Missouri. 
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Retail Credit Granting 


DURING 








WARTIME 


O. M. Prentice* 


same judgment, ability and experience which is 
needed to make a success of this job in times 
of peace. 


Qa i GRANTING in wartime calls for the 


In some aspects the granting of credit in wartime does 
not present so many difficulties, for there are good wages 
being earned by a large number of customers. However, 
there must be balanced against this the movement of 
workers and also the heavy incident of taxation. 


Income Taxes High in Canada 


Income taxes are extremely high, in fact in some brack- 
ets of income we, in Canada, are paying even higher 
amounts than paid by the taxpayers of Britain. 


Here are a few interesting comparisons: 


MARRIED 
INCOME SINGLE 2 CHILDREN 

$1,000 

Canada $ 172 S. . 
United States 113 25 
United Kingdom 177 * 
$1,500 

Canada 367 49 
United States 233 52 
_ United Kingdom 369 91 
$2,500 

Canada 826 435 
United States 473 206 
United Kingdom 819 463 
$4,000 

Canada 1,594 1,148 
United States 877 569 
United Kingdom 1,494 1,138 
$10,000 

Canada 5,112 4,546 
United States 2,914 2,439 
United Kingdom 4,470 4,114 
$20,000 

Canada 11,829 11,063 
United States 7,896 7,168 
United Kingdom 11,024 10,668 


So far, I don’t believe income taxes have affected our 
collections to any appreciable extent, but our really heavy 
rates have been in effect only since the beginning of Sep- 
tember, 1942. The method the Government is using of 
collecting by installments, from salaries and wages, should 
help our collections. Our customers, who are taxpayers, 
know where they stand. If they can meet their liabilities 





*Mr. Prentice is Credit Manager, David Spencer, Ltd., Vic- 
toria, B. C., Canada. 
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out of current income we don’t have to face a period 
when a very large tax payment would have to be made, 
thus leaving insufficient funds to meet credit accounts. 

Also there has been the standardization of terms and 
payments required by Government Regulations. This 
has left no room for argument when a certain type of 
customer wants that something special for himself. We 
must keep in mind the granting of retail credit presents 
a very minor aspect when our present war situation is 
considered as a whole. 

We are in a war which is so widespread that there is 
fighting all over the world with the majority of the 
world’s peoples being on a war basis. Naturally our 
principal concern is that Victory be attained. 

In times of war there is often developed a spirit of 
allowing usual things to slide on the ground because there 
is a bigger job to be done. This is only the excuse of 
those who want to get out of doing their part. However, 
in this war there seems to be a turning toward spiritual 
values and a realization that dependence placed solely on 
the material things of life leads to frustration and 
disaster. 

The technical part of our credit granting operation 
will continue to be ‘based on the 3 C’s: Character; 
Capacity; and Capital; with a special place being re- 
served for the 4th C of Conditions. 


Application Analysis Formula 


Also we will have to analyse each application with 
special care using the 5-point formula: 


. Can he pay and who is he? 

. Does he pay and if so according to his agreement? 

. Will he pay this account? 

. When will he pay and will collection effort be re- 
quired ? 

5. Can he be made to pay, has he assets, will his income 

be steady and can we be sure of finding him? 


wh 


One particular point must be covered with more than 
usual thoroughness, and that is securing addresses which 
can be counted on to be permanent. It will be of utmost 
value to have the addresses of parents, relations, or 
friends, especially of those relations who have shown that 
they are more or less permanent and don’t move too 
often. Also the previous addresses and occupations of 
newly arrived customers should always be secured. 
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We must take every possible precaution to prevent the 
development of a large skip problem when work at war 
industries begins to slacken. This, however, is a problem 
which I am afraid will not be confronting us for a con- 
siderable time to come, as the ending of the war doesn’t 
yet seem anywhere in sight. 

There is the particular problem of the members of the 
forces who seek credit. For the customer who already 
has done business with you and built up a satisfactory 
record, the drawing of his income from the forces should 
make no difference. The only consideration is if his earn- 
ings are less than before, then greater caution in control 
is required. 

For the new resident, who is in the service, and seek- 
ing credit, as much as possible should be known of his 
background and previous credit record. If no previous 
credit record has been established then, depending on 
rank and banking connections, very thorough control must 
be exercised with limited credit only being extended. 

We must make the greatest possible use of bureau 
facilities on the applications of all newcomers to our com- 
munities, whether war workers or in the services. Be 
sure to secure a full and checked bureau report before 
credit is extended. Also we must not consider, just be- 
cause a man has a good commissioned rank, that it can 
be assumed all his accounts are paid. The heads of the 
forces consider they have a war to win and that the credit 
problems of their officers are not a concern of theirs. The 
debtor is then left with character as his only basis of 
collection. 

There is also the problem of uniforms for newly com- 
missioned officers. The Government does not pay their 
allowance for at least a month and in some areas this 
cannot be assigned. On this type of credit it is espe- 


cially necessary to have full information covering past ~ 


occupation, residences, home and parents’ addresses. 

Basically credit is now, as ever, a transaction of faith 
and trust. There may be some changes in the individual 
because of war conditions, but I am confident the same 
principles of honesty and fair dealing will continue to be 
the foundations of our national life. 


Guard Against Borderline Accounts 

When credit sales are declining in relation to cash 
sales, as is now the case, there may be the tendency to 
accept more borderline accounts. We must guard against 
this and not accept undesirable accounts in an endeavor 
to build up declining credit sales. We are lending our 
firm’s money (in merchandise), and no credit sale is com- 
pleted until payment has been made in full. Further, 
that payment, in full, must not require too much collec- 
tion effort and cost. 

There are a number of customers again seeking credit, 
because of increased earnings, who previously suffered a 
period of hard times. These applicants are not again en- 
titled to credit until they have shown they want to be 
fair with their past debtors, by having cleared their old 
accounts in full. In a few instances there may be some 
reason which may seem to justify a small new credit. 
However, new credit should not be considered unless the 
ability of the customer has been proved by at least a 
reasonable and fair reduction of previous accounts. 

There are two sides from which to consider the cus- 
tomer’s case: first, his desire to pay; and, second, his 
ability to do so. He must prove that his ability equals his 


expressed desire. A certain number of accounts will be 
requested by customers who previously were very slow 
but who did eventually clear their accounts in full. Some 
of these will deserve the opportunity to reestablish their 
credit standing, provided their new positions are steady 
and that they had not become involved in further credit 
difficulties during their period of low earnings. 

A good policy, if the application merits it, is to meet 
them halfway. For the first two or three accounts the 
terms might be one-half down and the balance payable 
in twenty-five days. Of course the credit extended should 
be limited. In this way the customer can re-establish his 
credit standing without too much credit risk and at the 
same time be brought to realize that a good credit record 
is worth having. 


We Must Not Oversell Customers 


We must be alert not to oversell our customers. Mer- 
chandise is becoming scarce and more difficult to get. 
There is also a large cash demand. We have reached the 
stage where there is a greater demand for merchandise 
than there is merchandise available. We want to afford 
our credit customers every service and consideration, but 
can sell on credit only when we are confident the ac- 
count will be paid promptly as agreed. 

One of the fears of a wartime economy is inflation. 
Credit can be, and is being used as a tool to check the 
tendency to inflation. We as credit granters have a great 
responsibility in keeping our sales and collections in line. 
It is our duty to prevent customers from overbuying. 
We must prevent the use of credit from adding to the 
demand for goods and services which at the present 
time are not available. 

Our price ceilings prevent increases in prices which 
uncontrolled demand would bring about. We must see 
that our credit policies support these price ceilings and do 
not add pressure to those forces tending to break the 
ceilings. As much as possible of current production must 
be for war effort so only the remainder can be spared for 
civilian consumption. 

We have another duty. This is to cooperate even 
more fully than usual with our credit bureaus. All 
accounts in default should immediately be reported to 
the bureau. This will prevent such customers from being 
able to open new accounts until their old liabilities are 
paid up. 

We must also be ready to cooperate with our fellow 
credit grahters by refusing accounts, even of responsi- 
bility, if such are in arrears with another merchant. 

Another problem affecting credit in wartime is that of 
staff. There is the call of war work with its offer of 
higher wages together with the call of the women’s war 
services. There is also the lack of training of those 
new workers who can be secured. 

Wartimes also make it difficult to maintain a high 
standard of efficiency. Few of us have yet, I believe, been 
able to work out how we are going to solve our staff 
vacation periods for this year. Some of us have been 
fortunate in again securing the services of previous 
members of our staffs who were recently married. The 
staff problem will be a war worry for the credit depart- 
ment for some time. 

One bright feature is that we can look for lower bad 
debt percentages for the present. However we must 


(Turn to “Credit Granting,” page 31.) 
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Collection Scoreboard 


March, 


1943 « « * * * 


DEPARTMENT STORES 


(Open Accounts) (Installment 


Baltimore, Md.° 
Birmingham, Ala 
Boston, Mass.° 
Casper, Wyo 
Cedar Rapids, la 
Cincinnati, Ohio 
Cleveland, Ohio 
Columbus,. Ohio 
Davenport, la 
Denver, Colo 

Des Moines, la 
Detroit, Mich 
Grand Rapids, Mich 
Huntington, W. Va 





Kansas City,, Mo 
Los Angeles, Calif 
Louisville, Ky 
Lynn, Mass 
Milwaukee, Wis 
Minneapolis, Minn 
New York, N. Y 


Oakland, Calif 





Omaha, Neb 
Pittsburgh, Pa 
Providence, R. I 
Reading; Pa.® 

St. Louis, Mo 

St. Paul, Minn 

Salt Lake City, Utah 


San Antonio, Texas 





San Francisco, Calif 
Santa Barbara, Calif 
Siéux City, la 
Springfield, Mass 
Syracuse, N. Y.” 
Toledo, Ohio 

Tulsa, Okla 
Washington, D. ¢ 
Worcester, Mass 
Youngstown, Ohio 
Vancouver 


Victoria, B 








©1943 figures not received at press time 


We often receive requests from our members to explain 
how the above collection percentages are figured. Here 
is an example: If on February 28 you had $200,000 credit 
business on your books and during the month of March 
you collected $100,000, you divide the $100,000 by the 
$200,000 outstanding, which gives you 50.0 per cent as your 
charge account collection percentage. Accounts charged 
to Profit and Loss, C.O.D. collections or monies deposited 
on will call transactions are not included. 

Here is an example of how installment account percent- 


DEPARTMENT STORES 


ounts) STORES 


x * *« * * March, 1942 


WOMEN’S SPECIALTY MEN’S CLOTHING 


STORES 














ages are figured: As down payments are customarily in- 
cluded in collections and really constitute a collection on 
the current month’s business, the installment sales for the 
current month should be added to the first of the month 
outstandings. Suppose your outstandings the first of the 
month were $450,000; the current month’s net sales $50,000, 
the total being $500,000; and collections were $70,000. You 
would divide the $70,000 by the $500,000 which gives you 
14.0 per cent as your installment account collection per- 
centage. A. H. Hert. 


FORTY-TWO KEY CITIES CONTRIBUTE THESE FIGURES MONTHLY 
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Output of war materials and supplies held at a record breaking pace in March and the Barometer 
continued its advance to a new war peak. 
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This barometer appears in the May issue of ‘‘Nation’s Business,’’ published by the United States Chamber of Commerce. 


The Map 


In all parts of the country, the volume of business trans- 
actions continues to increase. The general average of business 
activity, including retail trade and industrial production, is 
close to 17 per cent above even the high level of a year ago. 
In some cities the volume of trade and industry is from 30 to 
40 per cent higher than last year, while in others it is about 
the same. In a few of the smaller cities it is slightly below. 

The gains over last year have been greatest in the South 
and West, although the increase has been almost as great in 
the industrial region around the Great Lakes. During recent 
weeks, the rate of expansion has been very high throughout 
much of the Middle West. Expansion in war industries, spend- 
ing in connection with the military camps, and higher farm 
income are responsible for these advances. 

In the New England states, business has been lagging some-~ 
what behind the national average but it is still very good as 
compared with previous years. Much of the current reduction 
has been offset by the increase in shipbuilding and in the out- 





put of war plants. 

In the South several factors have combined to keep the rate 
of business expansion unusually high. Many large military 
camps are located throughout these states and the spending in 
connection with them is large. New war plants and shipyards 
have been built and are steadily increasing operations. 

Conditions are steadily becoming more favorable in the 
agricultural districts of the Middle West, although shortages 
of farm labor and machinery are coming to be a serious handi- 
cap to many farmers. Farm income is higher, however, and 
the large demand for farm products is expected to keep income 
close to peak levels. 

Industries along the West Coast have. continued to increase 
their output, even though they were at a high level a year 
ago. 

The trend of business in Canada is also significantly up- 
ward at about the same rate as in the United States. In some 
lines and in several communities, the rate is even greater. 
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Jersey Justice Protects 
The Credit Informant 


R. M. Severa, Cash-Time Manager 
R. H. Macy & Co., New York, N. Y. 


ers for giving out credit references and opinions 

which may later prove inaccurate has caused many 
a merchant, banker, businessman, and private individual 
to adopt an overconservative attitude in parceling out 
credit information. 


Wes: OF INCURRING LIABILITY to inquir- 


Much of the technique of credit management centers 
around the science of interpreting sparse and vague in- 
formation obtained from regular sources. From the 
viewpoint of the credit man and the credit bureau man- 
ager, there is no reason why credit inquiries should not 
be answered honestly and comprehensively, and they are 
constantly carrying on a crusade against this fear which 
causes informants to be closemouthed and evasive. The 
contention that such fears are groundless is supported by 
a recent decision of the New Jersey Court of Errors and 
Appeals, decided January 22, 1943, in the case of Park 
& Tilford Import Corporation versus the Passaic National 
Bank & Trust Company and Edward H. Roden. 


The facts in this case are so clearly stated, and the 
opinion of the court is so logical and lucid, that further 
elaboration is unnecessary. In publishing this opinion for 
the benefit of our readers, we wish to make it clear that 
no reflection is intended on the character, policies or 
business methods of the plaintiffs, who obviously brought 
this action for reasons which they considered justifiable 
under the circumstances, and whose action succeeded in 
the lower court, but was reversed on appeal. 


NEW JERSEY COURT OF ERRORS AND APPEALS 
No. 7 OCTOBER TERM, 1942. 


PARK & TILFORD IMPORT CORPORATION, a 
corporation of the State of New York, duly authorized 
to transact business in the State of New Jersey, 
Respondent, v. PASSAIC NATIONAL BANK AND 
TRUST COMPANY, a National Banking corporation, 
and EDWARD H. RODEN, Appellants. 


Argued October 1942 Decided JAN 22 1943 


1. At the close of the plaintiff's case, the proofs 
were insufficient to establish an action in de- 
ceit. 

2. In the absence of proof to the contrary, 
words are presumed to have been used in 
their ordinary sense. 

3. The evidence of a credit manager that he 
attributed a special meaning to ordinary 
words, as used by a banker, is not proof that 
in banking parlance such words have a special 
meaning. 


On appeal 

For appellants, Feder & Rinzler, Joseph A. Feder, Jack Rinzler. 
For respondent, Osborne, Cornish & Scheck, Ervin S. Fulop. 

The opinion of the court was delivered by 

BODINE, J. The defendant, a national banking corporation 
engaged in business in the city of Passaic, and Edward H. 
Roden, manager of its credit department, appeal from a judg- 
ment in favor of the plaintiff. 
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On October 7, 1938, the plaintiff wrote to the defendant, as 
follows: “Any information you can give us concerning the 
moral and financial responsibility of O. M. Hanson will be 
greatly appreciated, and of course held in strict confidence.” 

The bank replied October 8, 1938, as follows (italics ours) : 
“Olive Mae Hanson, proprietor of the Broadway Wine & 
Liquor Shop, the subject of your recent inquiry, has carried an 
account with us since December 1933, balances this year aver- 
aging in a moderate three figure amount, and we have ex- 
tended accommodation up to low four figure amounts, with that 
amount outstanding today. Our experience with the account 
has been satisfactory and checkings which we have made in 
the trade indicate that she is sold in amounts up to $2,300 on 
regular terms, with payments running from prompt to thirty- 
days slow, although the account was generally classified as 
satisfactory. Mrs. Hanson’s financial statement does not show 
a large worth but we have been favorably impressed with 
her and her husband. They operate under light expense and, 
we believe, have made some progress during the past year, 
having paid in full a chattel mortgage, which was formerly 
on the store, during the early part of 1938. They give close 
attention to the business and cater to a good class of trade. 
Yours very truly, Edward H. Roden, Manager, Credit De- 
partment.” And in red ink at the foot of the letter appeared 
the following: “Confidential information which is furnished at 
your request and without any responsibility on the part of the 
bank or its officers.” 

The plaintiff's credit manager had also previously written 
Dun & Bradstreet and had received from them a report con- 
cerning the subject of the inquiry. 

The report shows that she was 32 years of age, had previ- 
ously been employed as a secretary and that her husband as- 
sisted in the store and had been discharged from bankruptcy 
in 1937. The report also showed that a chattel mortgage given 
in 1937 was cancelled January 1, 1938. 

The statement shows that as of May 16, 1938, cash in bank 
was $91, accounts receivable $422, merchandise nearly $8,009, 
fixtures and equipment $900, and a 1938 truck valued at $705, 
and an equity in a 1938 Oldsmobile of about $800; accounts 
payable nearly $5,000. The trade reports were stated to show 
that payments were slow, and the capital limited with very 
heavy indebtedness. , 

The plaintiff claimed to rely upon the bank’s letter rather 
than on the Dun & Bradstreet report. It sold a large shipment 
of liquor for which it was not paid, and after the bankruptcy 
of Mrs. Hanson brought this action in order to require the 
bank and its credit manager to pay for the loss caused by its 
own poor judgment. ‘ 

The basis of the present action sounds in deceit. The words, 
“Confidential information which is furnished at your request 
and without any responsibility on the part of the bank or its 
officers” have a very definite meaning. However, it will not 
be necessary to determine whether they barred the present 
action or not, since fraud seems not to have been proved. The 
liability of a bank for the representations of its officers as to 
the credit of third parties is treated in 7 Am. Jur. 198; 9 C.J.S. 
415, and seems to require merely good faith in the answer 
made. The practice of furnishing such information is, how- 
ever, unwise from the public standpoint. Banks are not 
chartered to furnish credit ratings for their custemers. If 
liabilities were so created they would not appear upon the 
books of the bank and would not be observable in audits or 
examinations. Such reports must, of necessity, be vague since 
the exact financial condition of a customer is highly con- 
fidential. 


The evidence in this case at the close of plaintiff’s case falls 
far short of the requirements of law. 

The plaintiff desired to sell merchandise to the defendant. 
It was dissatisfied with the credit report of Dun & Bradstreet 
received in the regular course of business. It desired informa- 
tion as to the moral responsibility of Mrs. Hanson. It needed 





to kn 
cause 
staten 
1) t 
amou 
bank’ 
shoul 


the 
coul 
too 
satis 





to know nothing further as to her financial responsibility be- 
cause clearly that was not good. The falsity in the bank’s 
statement is chiefly claimed to be, however, in two particulars: 
1) that the average balance was in a moderate three figure 
amount, when it is said not to have been; and (2) that the 
bank’s experience with the account was satisfactory, when it 
should not have been so characterized. 


The falsity specified as to balance is said to be in this: that 
an average of $230 shown in the bank’s records is not a 
moderate but low balance. We do not think that the word 
“moderate” can be used with such exactness. “Moderate” is 
not a word of exactness. It is quite the contrary. Moderate 
three figure balances must be understood in the usual sense 
of the word and cannot have any meaning which the receiver 
of the letter may ascribe to it. Certainly, there is no reason 
to suppose that it meant more than three hundred dollars. 
“Moderate” as, in part, defined in Webster’s New International 
Dictionary, is “limited in quantity” and so it is generally un- 
derstood. 


Accounts in banks fluctuate. There are times when very 
good accounts are very low or overdrawn. In many instances, 
the bank is satisfied. The bank’s letter and the Dun & Brad- 
street report indicated bank loans still outstanding. True, the 
bank did not disclose if it had any information to the effect 
that Mrs. Hanson had proved a disappointing debtor in her 
dealings with Bellow & Company and the McKesson Liquor 
Company. It did state that her business dealings were gener- 
ally classified as favorable. But the plaintiff knew from the 
Dun & Bradstreet report that she was slow pay, and if they 
had cared to analyze the report they would have realized that 
the capital existed, if at all, only so long as the merchandise 
could be quickly sold at good figures and creditors were not 
too pressing. The bank was stating its conclusion as to their 
satisfactory dealings with her. The letter was perhaps some- 
what generous but it stated no fact shown to be false within 
the knowledge of the officer writing the same. Webster’s New 
International Dictionary, in part, defines “satisfactory”’—“Sufh- 
cient as a satisfactory account.” 


It does not always follow that because a note is renewed in 
full that an account is unsatisfactory. The reason given for 
the renewal may have been perfectly satisfactory to the bank. 
The point of the whole case is that plaintiff desired to sell its 
merchandise. Dissatisfied with the credit report received from 
Dun & Bradstreet, it sought information as to the moral risk 
in a sale to Mrs. Haason, and when it received the bank’s let-. 
ter it made the sale. 7 


There is not a word of testimony to indicate that any repre- 
sentations made therein were false. There was nothing in the 
correspondence between the parties that could have induced 
any reasonable person to act thereon. The bank was only 
giving its best judgment of the moral and financial situation of 
Mrs. Hanson’s business. No fact stated was shown to be false 
or was there evidence of an intention to deceive, or to induce 
the plaintiff to make a sale. 


The bank in the letter stated that she owed them money. 
This was true. That the trade had extended her credit up 
to the amount stated. This was true. Her dealings with those 
in the trade were stated from inquiry to be generally satis- 
factory. Obviously, this is a statement that some had experi- 
enced difficulties with her. The bank was merely giving its 
opinion. With full and complete information at hand, the 
plaintiff sought to build a case upon the mere statement by the 
plaintiff’s credit manager that he was induced to make the sale 
on the strength of the bank’s letter. There is nothing, how- 
ever, in that letter which would induce a reasonable man so to 
do, unless he desired to clear the warehouse and bring law 
suits for the purchase price of the goods sold. 


There is no reason why the bank loan should not have been 
reduced from the general funds of Mrs. Hanson before bank- 
ruptey. The bank may or may not have benefited by the 
plaintiff's sale to her. The plaintiff made the sale without 
reason and sought to charge the bank in deceit when there was 
no proof to sustain the charge. The plaintiff's credit manager 
chose to ascribe special meanings to ordinary words. There 
is nothing in the record to show that in banking parlance those 
words have any special meaning; but as shown in ordinary 
parlance their meaning is quite different from that ascribed to 
them by plaintiff’s credit manager. If he would rewrite the 
bank’s letter he must show that bankers have a special mean- 
ing for ordinary words. Not that he has. 

The motion for a non suit should have been granted. The 
judgment is reversed with costs. 

ENDORSED: “FILED JAN 22 1943 


J. A. Brophy 
CLERK.” 


CLP... 


Your National Grow 


Secure a New Member Today! 








By obtaining one new National member you 
will not only receive a beautiful Credit Plaque, 
size 12” x 15,” to be framed and hung in your 
Credit Office (illustrated and described on page 
30, December, 1942 Credit World), but you will 
also play a vital part in strengthening an al- 
ready great Organization. Three new members 
qualifies you for membership in the ‘‘25,000 
Club’’ and entitles you to a sterling silver and 
enameled lapel button or pin. For sending in 
four new members you will receive a copy of 
the book ‘‘Retail Credit Fundamentals’’ or 
**Streamlined Letters.’’ 
(N. B. If you live in a city having a Local Unit, be 
sure to submit the name of the applicant to the Secre- 
tary of your Local Retail Credit Men’s Association for 
his approval.) 
Use the application blank below to send in the 
name of a new member, and do your part in 
BUILDING THE NATIONAL RETAIL CREDIT 
ASSOCIATION FOR THE FUTURE! 


ABBR AWRRAAAAAAaaaAaaaaa’™ 


Membership Blank 


National Retail Credit Association 
Shell Building, St. Louis, Mo. 


I hereby apply for one year’s membership in your 
Association, subject to acceptance by you and by 
your recognized unit in this locality. I enclose $5.00 
which I understand entitles me to all the privileges 
of membership, including a year’s subscription to 
“The Credit World.” 


RAAB RRRRRREE 
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Districts 3 and 4 Conference Cancelled 


The annual meeting of Districts Three and Four (Ala- 
bama, Florida, Georgia, Louisiana, Mississippi, North 
Carolina, South Carolina and Tennessee) which was to 
have been held in Atlanta, April 11-13, has been cancelled. 


Memphis Credit Women Meet 


On February 9, L. S. Crowder was the guest of honor 
and principal speaker at the regular monthly meeting of 
the Credit Women’s Breakfast Club of Memphis. At that 
time, it was announced that the Memphis Club had the 
largest paid membership of any club in the International 
organization. The Club has also been active in war work 
and has sold over $10,000 worth of bonds and stamps. 


M. L. Storhow Promoted 


M. L. Storhow, for many years Credit Manager of 
Frederick and Nelson, Seattle, has been appointed Serv- 
ice Superintendent of his firm. 


Vancouver Annual Meeting 


The Retail Credit Granters’ Association of Vancouver, 
British Columbia, Canada, recently held their annual 
meeting which was reported as the most successful in 
years. Elected for the ensuing year were the following 
officers of the Association: President, J. W. McClure, 
The Industrial Acceptance Corporation Limited; Vice- 
President, Meyer Potter; Secretary, Thomas Downie, 
Retail Credit Grantors’ Bureau; and Treasurer, Charles 
G. Banner, Hudson’s Bay Company. 

Below is a picture of Past President C. R. M. Gale 
(left) receiving a Silver Tea Service from G. Russell 
Baird, another past president, presented in tribute for 
completion of thirteen years of continuous service on the 
directorate and three terms as President of the Associa- 


tion. Mr. Gale is Credit Manager of David Spencer, Ltd. 
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Alfred N. Hamilton 


Alfred N. Hamilton, 68, Credit Manager for Lit 
Brothers, Philadelphia, died March 13 after a short ill- 
ness. He had been with Lit Brothers for many years. 
To his relatives and friends we extend our sincerest 
sympathy. 





Slab of Bacon for New Members 
The Los Angeles Credit Men’s Association drive for 
new members is going over the top. To each member 
who secures a new member, the membership committee 
gives a slab of bacon, and with bacon at a premium this 
innovation is going over with a bang. 


District One Meeting at Swampscott in June 

District One of the National Retail Credit Associa- 
tion (Connecticut, Maine, Massachusetts, New Hamp- 
shire, Rhode Island, Vermont, Quebec and Nova Scotia, 
Canada) will hold their 22nd annual meeting at Swamp- 
scott, Massachusetts, on June 10 and 11. It will be a 
typical wartime clinic with most of the discussions devoted 
td present-day problems affecting credit granters. 


New Credit Manager of Lit Bros. 

C. E. Wolfinger, formerly Collection Manager of Lit 
Brothers, has been named Credit Manager of the firm 
succeeding the late Alfred N. Hamilton. Louis Krensel 
is the new Collection Manager. 


New Credit Manager of Frost Brothers 
Murray C. Brooks, formerly Credit Manager of 
Perkins Bros., Greenville, Tex., has succeeded Arthur 
E. Boaz as Credit Manager of Frost Brothers, San 
Antonio. Mr. Boaz joined the OPA last fall. 


Correction 

Inadvertently, Illustration No. 5 on page 11 of the 
April Crepir Wor Lp was credited to The Peerless Com- 
pany, Pawtucket, R. I. We have been informed by Mr. 
Milton Rose, Credit Manager of that firm, that this is 
not one of their forms. We typed their name on the 
form believing that it was one of several sent to us by 
them. Now, we are at a loss as to whom credit for this 
splendid card notice should be given. Can any of our 
members identify it for us? 
Ve Pe ee es es ee ee ee ee ee ee ee ee 

Keep It Dark! 

If you’ve news of our munitions KEEP IT DARK; 
Ships or ’planes or troop positions KEEP IT DARK; 
Lives are lost through conversation. 
Here’s a tip for the duration 
When you've private information, KEEP IT DARK! 
ae Pe ee ee ee Pe ee ee ee ee ee ee 























District Seven 

The Seventh District of the N. R. C. A., comprising 
Arkansas, Kansas, Missouri and Oklahoma, elected the 
following officers and directors for 1943 at a conference 
held in Springfield, Mo., February 21 and 22: President, 
John H. Vaughan, Jones Store, Kansas City, Mo.; First 
Vice-President, E. F. Callaway, Pfiefer Bros., Little 
Rock, Ark. ; Second Vice-President, Burl Graves, Rosen- 
field’s, Oklahoma City, Okla.; and Secretary-Treasurer, 
Mrs. Frances Smith, Hunt Dry Goods Co., Fort Smith, 
Ark. Directors: Walter G. Cassmeyer, Merchants Ice 
and Coal Co., St. Louis; Cecil W. Brown, Oklahoma 
Natural Gas Co., Tulsa; Warren Jones, Henry’s, 
Wichita, Kansas; and Jas. A. Carney, The Arcade, Fort 
Smith, Ark. 

Baltimore, Maryland 


At the recent annual meeting of the Retail Credit 
Association of Baltimore, the following officers and di- 
rectors were elected for the ensuing year: President, 
Vernon L. Belt, Pollack’s; Vice-President, Vernon W. 
MacNeal, Hecht Brothers; Treasurer, Benedict L. Kerr, 
Leon Levi; and Secretary, John W. Mebhling, Retail 
Merchants Credit Bureau. Directors: J. Frank Eichel- 
berger, The Hub; Ellis Epstein, Hochschild Kohn & Co. ; 
Miss Marguerite Gavan, Hutzler Bros.; Louis W. Hil- 
bert, Stewart & Co.; Arthur F. Luckey, Schleisner Co. ; 
H. Lee Muse, Consolidated Gas Elec. Light & Power 
Co.; and Mrs. Elsie Peed, Stewart & Co. 


Youngstown, Ohio 


New officers and directors of the Youngstown Retail 


Credit Association for the ensuing year are: President, 
C. A. Himes, Strouss-Hirshberg Co.; Vice-President, 
H. G. Cushing, G. M. McKelvey Co.; Treasurer, F. C. 
Albrecht, Hood Electric Co.; and Secretary, J. R. Gold- 
stein, Merchants Finance Co. Directors: G. K. Fried, 
Printz Co.; C. M. Holzbach, Pugh Bros. Co.; F. Kline, 
Lustig’s, Inc.; J. McNally, Youngstown Building Mate- 
rial; and C. C. Walton, King Jewelry Co. 


New York City 


At the 26th annual meeting of the Credit Bureau of 
Greater New York, the following officers and directors 
were elected: President, Louis M. Jacobs, Ovington’s; 
and Vice-President, John M. Hilgert, Lord & Taylor. 
Directors: R. M. Severa, R. H. Macy & Co.; N. Wil- 
liam Bramley, Brooks Bros.; M. B. Doremus, Rogers 
Peet; L. O. Doty, Hotel New Yorker; J. E. Field, 
Davega City Radio; George Miller, Arnold Constable 
& Co.; and Bernard Farrell, Frederick Loeser & Co. 
The Treasurer and Secretary will be elected at the first 
meeting of the Board. 





New Manual on SKIP TRACING 


Every Credit Department employee should be familiar 


with skip tracing procedure. This course $200 


teaches you how. Get your copy now. 
M. MYERS P. O. BOX 526 SANTA MONICA, CALIF, 
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Sales and Collection Trends 
March, 1943, vs. March, 1942 


Compiled by Research Division, National Retail 
Credit Association 


Arthur H. Hert, Research Director 
(Fes SALES decreased 8.6 per cent during 


March; total sales increased 19.4 per cent; and 
collections increased 12.7 per cent in the United 
States and Canada, as compared with March, 1942. After 
February's panic buying, retail trade in March returned 
to more normal levels. Credit sales continued to decrease 
for the eleventh consecutive month. 
Highlights of the monthly analysis are shown in the 
tables below: 





Highlights for March 


36 Cities reporting. 
12,479 Retail stores represented. 


COLLECTIONS 
35 Cities reported increases. 
12.7% Was the average increase for all cities. 


29.0% Was the greatest increase (El Paso, 
Texas). 


1 City reported a decrease (27.0%, Wheeling, 
W. Va.). 


CREDIT SALES 
33 Cities reported decreases. 
8.6% Was the average decrease for all cities. 


25.0% Was the greatest decrease (Fort Smith, 
Ark.). 


3 Cities reported increases. 

7.3% Was the greatest increase (Cedar Rapids, 
Ta.). 
TOTAL SALES 
36 Cities reported increases. 
19.4% Was the average increase for all cities. 
64.0% Was the greatest increase (Waco, Texas). 
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A Profitable Credit Policy of an Upstairs Jeweler 


A CREDIT SYSTEM which has consistently kept 
bad debt losses at a minimum is used by Bud Greer, 
Jeweler, St. Louis, Missouri. His 1942 write-off, for 
example, was less than one-tenth of one per cent. 


Although 90 per cent of sales are now made for cash, 
Greer provides adequate credit facilities for his customers 
in his attractive store on the third floor of the Carleton 
Building. His credit policy is to extend credit only to 
acceptable risks as shown by the credit application and 


Something New 


IF YOU COME within the classification known 
as the “Smaller Businessman,” and extend consumer 
credit, this Department is for YOU! Its aim is to 
provide you with information that will help you in 
your credit operations. Of course, so many types 
of business are represented in this classification that 
articles about your particular kind of business will 
not appear every month. But, as the problems which 
confront retailers are fairly general today, you may 
find that a story telling how a businessman in a 
totally different line meets these problems will be 
of value to you. Moreover, as this is your depart- 
ment, you are invited to contribute to it. Write and 
tell us about the methods you have found successful 
in extending credit today.—J. G. D. 








credit report, and to insist on complete adherence to the 
provisions of Regulation W. Then by keeping accurate 
records of every transaction, by following collections reg- 
ularly in a courteous manner, by financing his own instal- 
ment paper with the exception of transactions running 
into large figures, and by cutting down overhead through 
an upstairs location, he has been able to maintain credit 
operations on a profitable basis. 


New Accounts 


When a customer requests credit accommodation this 
jeweler takes a complete credit application (Fig. 3) and 
makes a practice of purchasing a credit report on every- 
one. This not only provides the data he requires but also 
has the effect of listing all of his accounts in the Bureau 
files. He finds the “in file’ report best for his needs. 
This information is secured over the telephone. A memo 
of the information thus provided is noted on the applica- 
tion which is numbered and filed in numerical order in 
an Application Binder. The application number is also 
used as the account number. 

If an instalment account is desired, the customer is 
required to execute a chattel mortgage and to sign the 
promissory note attached to the mortgage form. A pay- 
ment booklet is then made out and handed to the customer 
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along with the duplicate sales check. The sales check 
(Fig. 2) lists the customer’s name and address, descrip- 
tion of merchandise, amount of purchase (which includes 
excise tax), sales tax, down payment and balance. The 
payment booklet (Fig. 5) gives practically the same in- 
formation as the sales check with the exception of de- 
scribing the merchandise but with the addition of the 
terms and account number. 


A ledger card (Fig. 1) similar to that used with Na- 
tional Cash Register machines is then headed up and 
posted by hand. It is credited with the amount of the 
down payment and debited with the purchase price plus 
sales and excise taxes. Ledger cards are filed alpha- 
betically. 

When a customer makes a payment, both the payment 
booklet and ledger card are posted in ink. The customer 
is asked to bring or send his payment booklet to the store 
when making payments. If he omits to bring his booklet 
with him or to send it in, he is given a written receipt 
and the booklet is brought up to date for him the next 
time he brings it in. 

Collections 


Collection procedure varies with the individual case. 
One rule that is consistently followed, however, is to con- 
tact all delinquent customers three days after their first 
instalment becomes overdue. After the first overdue 
reminder, accounts are then followed up from a collec- 
tion card (Fig. 4) every seven days. 

His policy of “Personal Service” is also extended to 
his collections. The telephone is used extensively, but if 
it is necessary to write, every effort is made to keep mat- 
ters on a personal basis. “Thus, there are no printed or 
mimeographed reminders. All collectian letters are indi- 
vidually typed on the firm’s stationery. 

With first instalment delinquents, Greer has found it 
effective to suggest in his letters that there may have 
been some misunderstanding about terms. “It is sur- 
prising,” he says, “to notice the number of customers who, 
after receiving this reminder, come in at once with a pay- 
ment and tell us that there was no misunderstanding, but 
merely an oversight.”” When it is necessary to write or 
telephone a customer who becomes overdue after having 
paid four or five instalments promptly, the approach that 
he finds best is to suggest that illness must have delayed 
payment and to ask the customer to set a date when he 
will be able to pay. 

Layaways 

Layaway business has greatly increased recently, he 
reports. These transactions are recorded in a manner 
similar to that used for instalment sales, except that no 
credit application or contract is taken. A duplicate sales 
check is made out containing the customer’s name and 
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mage address, date, amount of purchase plus excise and sales to forfeit his deposit because Greer feels that such a 
taxes, amount of deposit and balance. A ledger card is policy would only destroy good will which, he says, is 
also headed up but only the amount of the deposit is “one of the most important assets I have.” 
posted. The amount of the purchase and taxes is not 
debited to the ledger until the purchase price has been Solicitation 
paid in full, or enough has been paid to meet the — Most of his patrons come to him by being referred by 
third down payment requirements ot Regulation W and other satisfied customers. By means of the personal nature 

an instalment contract is arranged. of his service, he has been able steadily to increase the 

No minimum down payment is required on layaways number of customers. At the same time, he keeps his 

and the customer is permitted to make his own arrange- name constantly before the public through newspaper 

comin ments as to payments except that they cannot be longer advertising and direct mail. He runs an institutional ad 
than a month apart. Layaways are followed up for pay- twice a week and sends mailing matter to 2500 customers 

ment every 30 days. ten times a year. For this purpose, penny postcards are 

4 Should a customer ask that merchandise held for him used (Fig. 6), a plan of solicitation which, says Greer, 
on layaway be returned to stock and his deposit refunded, is “the least expensive and most productive form of ad- 

Doi this is done without delay. The customer is not asked vertising.” 
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6. Coupon Rationing. If goods are restricted, and 
under rationing can be obtained only by surrendering a 
coupon which is evidence of your right to your propor- 
tionate share of that particular good, then money as such 
loses its unique position as a medium of exchange. It 
shares this position with a partner—the ration coupon 
which must travel upstream from the consumer, through 
the retailer, back to the wholesaler, and finally end up 
with the producer. In order to simplify the cumber- 
some movement of these ration coupons, we have to 
have what amounts to a banking system by which credits 
and debits against central deposit accounts of coupons 
can be made, similar to our money depository and with- 
drawal arrangements. Already, this plan has been tried 
out in a limited area and soon it will be country-wide 
and all business will be operating under the coupon bank- 
ing system. 


Possibilities of More Credit Control 
7. Credit and More Control. I have already alluded 


to the credit problems that come with the introduction of 
Victory models, withholding taxes, and personnel shifts. 
As another indication of further possible changes in 
credit control, the Federal Reserve Board has sent a 
questionnaire to the consumer credit field on add-ons 
both for vendors and lenders. With the breath-taking 
changes which call for modification in the steps taken to 
meet the inflation threat as it changes its character, there 
may come a time when something will be attempted to 
bring consumer credit control more in line with the 
general anti-inflation front. Canada has just taken such 
steps. 

These general difficulties of operation faced by retail 
merchants give every sign of increasing in complexity. 
They have already forced you to make many adjustments 
in the direction of more efficient distribution and in the 
elimination of all the frills which Mrs. Average Con- 
sumer had come to expect as part of the services you 
render. You have reduced your liberality. on returned 
goods, on send-out approvals, and you have centralized 
and organized your deliveries so that there are less of 
them. But after you do all that you can along these 
lines to adjust yourself to the difficulties, you cannot 
do very much. “The goods just aren’t there,” and the 
man power won't be there. This means less business 
and less need for business outlets. The Department of 
Commerce has estimated that some 300,000 retail organ- 
izations will go out of business within the next 12 
months. But more important than the mortality rate 
of business will be the fact that the birth rate of new 
retail business will decline to practically zero. 

In England, they have made some progress on an idea 
that we will be hearing more about over here; the 
idea of “nuclear” concentration or the elimination of all 
_ but a few concerns in each type of business. When that 
program is introduced in the United States, it will step 
up the mortality rate for the businesses affected. 

Now against this hard background of general condi- 
tions that the businessman faces, what about the more 
particular problems of the credit manager? When I 
look at what the credit man has been doing, I find that 
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he has been fussing with details. He has been concerned 
with the mechanics of Regulation W. He has worried 
about whether he should be permitted: 


1. To authorize charge-sends under $5. 

2. To authorize from the floor, purchases of less than $5. 

3. To freeze or not to freeze sales that are less than $5 
or less than $2. 

To require big or little down payments. 

5. To transfer from a charge account to a lease account. 

6. To close or not to close accounts being cured. 

7. To have or not to have a 5-day grace period after the 
10th for posting and checking. 


When you look at these mechanical difficulties of 
working under consumer credit control in which the 
consumer credit manager has been engrossed, you must 
admit that they are important, but at the same time 
trivial, because you can sell all the merchandise you 
have for cash. Why sell for credit when you can sell all 
that you have without credit? If the function of credit 
is to increase store volume, and you can sell all that 
volume without credit, why have the added expense of 
the credit department? 

Does this mean that there is no place for the credit 
manager? No! I do not think so. I think there is a 
very important place for the credit manager, but I think 
that he has to turn his emphasis in other directions. The 
credit hazards, with which he must deal as long as he can 
continue to sell on credit, are new in his experience. The 
most important of them are: 


. War Workers. 

. Migratory Workers. 

. Labor Draft Hazard. 

. Draft Hazard. 

. Withholding Tax Plan. 

. Soldiers’ and Sailors’ Civil Relief Act. 
. Credit on Soft Goods. 


Credit managers should approach these new credit 
hazards with these questions: 

1. War Workers. Of course, the more successful the 
country is in converting to an all-out war production 
effort, the fewer workers there will be in nonwar produc- 
tion, so that it does look as if the market will eventually 
be made up entirely of war workers. How shall credit 
be extended to these war workers? How many of them 
are engaged in jobs that will be immediately useless at 
V? How many of them are engaged in production that 
will continue for some time after V? How many of 
them are engaged in production that will continue in- 
definitely after V and V + 2? How shall the credit 
manager adjust his credit extension to avoid the losses 
that will inevitably come if he is too generous to war 
workers whose employment will disappear immediately 


with V? 


NAM WN 


Increase in Migratory Workers 


2. Migratory Workers. A year and a half or two 
years ago, the Boeing Air Plant on the Pacific Coast had 
a few thousand workers. Today it has 15 or 20 times 
as many. Some of these workers came from the com- 
munity in which the plant is located. “Thousands and 
thousands of them came from the distant Dakotas, 
Montana, Oklahoma, and states even farther away. If 
one worker out of 5 now engaged in wartime plane 
production will be sufficient for all peacetime plane 
production, what will happen to these workers who have 
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migrated from the distant territories? Will the call of 
their earlier homes carry them back at once? Will your 
collection procedures be able to follow them to the old 
home town? How can you select those who are worthy 
of credit? How can you get information about those 
who, in their home territories, were worthy or unworthy? 

3. Labor Draft Hazard. The trend appears to be 
moving in the direction of a labor draft program under 
which the War Manpower Commission will reach in 
and pull out an individual from his present job and put 
him willy-nilly into a job where he is needed for the 
contribution he can make more directly to the war effort. 
How will the credit manager safeguard present extension 
so that when that happens he will not find his debtors 
dispersed over territory far beyond his reach? 

4. Draft Hazard. How 


in making my predictions, I have had the kind help of 
an excellent authority. The oracle spoke in the A mer- 
ican Magazine of December, 1942. In that article, 
Harry Hopkins (of whose position to speak with author- 
ity I am sure you are aware) tells us in great detail 
everything that the economy will have, and will not have, 
and everything it will have to give up and do without. 
He tells us that, for example, the compressors in your 
air conditioning system will be pulled out and turned 
over to rubber producing plants, that your unnecessary 
tires will be taken away from you, that public buildings 
will be stripped of all metals, and that the United States 
will buy all convertible metals and rubber goods, and 
all the aluminum ware on your department store shelves. 
“Why shouldn’t the Army and the Navy, needing them 

more than individuals, buy 





many of you know the num- 
ber of credit accounts on your 
books 38 years of age and 
less? If the military draft 
takes all married men below 
that age level, what effect 
will it have on your collection 
problems? How deal with 
new customers in the draft 
ages? coln. 

5. The Withholding Tax 
Plan. I have already men- 
tioned the fact that withhold- 
ing tax legislation changes 
will inevitably mean that in 
your credit judgments you 
will have to pay more atten- 





tion to disposable income rather than to earned income. - 


6. The Soldiers’ and Sailors’ Civil Relief Act. You 
already have collection problems for credit accounts that 
have gone into military service. ‘That problem will in- 
crease in magnitude as the additional millions that the 
present program calls for go into uniform. Your collec- 
tion problems will run beyond the V period. 


7. Credit on Soft Goods. Although many soft goods 
will also be war casualties, the most important casualties 
naturally are hard goods. In the sale of hard goods, 
particularly on the instalment basis, you have for collec- 
tion support the legal help of repossession eand resale. 
With the disappearance of hard goods, your credit judg- 
ments have to be based less on the tangible value of the 
security and to a greater extent than hitherto on the 
character of the individual. To grant credit wisely in 
the face of these hazards, the credit manager must change 
his thinking and his emphasis. The old standbys on 
which to judge credit worthiness are no longer sufficient. 
They need to be supplemented by more information of 
the kind that you have not been particularly concerned 
with before. You need greater reliance on the organiza- 
tions that function to supply you with credit information. 
Perhaps you need to ask them for different credit infor- 
mation than you have been asking for and receiving up 
to now. 

This picture of what confronts the credit manager I 
have seen by peering into a crystal ball. Really you do 
not need a crystal ball; some of these trends are so 
obvious that it simply is a question of looking at them 
and accepting the inevitable. But, as a matter of fact, 


“New System in Handling Accounts Receiv- 
able,” R. G. Ruxton,. Emery Bird Thayer 
Co., Kansas City. 


“Is This the Answer?” Joseph A. White, Harris 
Stores Co., Pittsburgh. 





them right now—and release 
thousands of clerks for war 


In the June Issue work?” 


“The Credit Man’s Appeal,” Edgar Courte- 
manch, D. M. Read Co., Bridgeport. 


“An Efficient Method of Freezing Accounts,” 
Earl G. Casey, Hale Bros., Sacramento. 


“The Credit Bureau—A Valuable Asset,” T. W. 
Walters, Morris Plan Bank, Cleveland. 


“it Works,” J. L. Owens, Miller & Paine, Lin- 


The way the rationing pro- 
gram is beginning to crack 
down indicates that Mr. 
Hopkins is a true prophet. 
To clinch the point about the 
shift of labor from depressed 
to scarce areas, he says, “A 
man earning $10,000 a year 
may have to take a job at 
$3,000 a year. He may feel 
at first that he cannot live on 
that sum, that he can’t even 
pay his life insurance premi- 
ums. But he will forget his 
life insurance if necessary. After all, the soldier in the 
Army gets only $50 a month.” 

There you have the austerity program which faces us. 
You will do without almost everything but the bare 
necessities of life. Children will have plenty to eat; 
but as for adults, the fat will become lean; the lean will 
become scrawny; and the country as a whole will be 
living on siege rations which will be inferior to those fed 
the fighting men. We will be living under conditions 
similar to a fortress under siege without the bursting 
bombs and the shell fire. 

In this austere picture what about the credit manager? 
Is he a war casualty? Is he an unnecessary adjunct? 
Is he a_ not-too-expensive, but nonessential luxury? 
Emphatically, I do not think so! I have indicated the 
tremendously enhanced possibilities for consumer credit 
for the V + 2 period and in the V period. In those 
days, the training, the skill, and the techniques of the 
credit man will be very important. He must keep that 
skill alive and must keep those techniques in operation 
so that he can contribute easily and immediately to the 
highly desirable objective of turning the economy with a 
minimum of delay from war production into peace pro- 
duction. 

But what about the gloomy period of the duration 
from now to V?_ Even here, there is a most important 
place for the trained skill and experience of the credit 
manager. If all purchases, by compulsion or by choice, 
were for cash and there were no more new credit at 
all, there still would remain a tremendous collection 
problem with which the credit manager is the one person 
in the organization to cope successfully. 
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Aside from his function as a conservator of the invest- 
ment in credit volume, I believe that the trained skill 
of the credit manager can be extremely useful to his 
organization in a more constructive way. MiAillions of 
consumers have in their hands more funds for the first 
time than they have been accustomed to. Millions of 
migrated workers are trying to establish some form of 
home conditions in new communities. .Many of these 
have not had the means to educate themselves to be 
efficient consumer purchasers. The credit manager has 
before him an opportunity to be tremendously helpful in 
the capacity of a consumer adviser so that these con- 
sumers may make their cash expenditures to the best 
advantage. 

In brief summary, I would say that consumer credit 
is a convenience that the average American consumer 
has learned to use for improving his standard of living 
and that he will continue to use it regardless of what he 
may have accumulated in the way of savings. For the 
longer run of the V + 2 period and beyond, consumer 
credit and the credit manager will have far greater 
opportunity for usefulness than in the past. For the 
less certain period between V and V + 2, the opportuni- 
ties for service will still be large. For the period of the 
duration hetween now and V, the credit manager with 
his skill, training, and technique will find an area of 
usefulness in conserving the credit he has already ex- 
tended and in contributing to the consumer a fund of 
wisdom in guiding his present expenditures. 






x 







TESTED CREDIT AIDS 


ALL AMERICAN INSERTS 
1a. Unforgiving Minutes 
1b. Let’s All Do Our Part 
Prompt payment stimulators with an 
“all out for Victory’’ theme. 
REGULATION W INSERTS 
2a. What the Government Charge Ac- 
count Regulation Means to You 
2b. Your Charge Account 
Send No. 2a to all your charge cus- 
tomers; No. 2b to overdue accounts. 


CONSERVATION INSERT 
8a. Are You Doing Your Part? 


Increases charge sales and reduces 
returns. 


ONLY 
$00 





COLLECTION INSERT 
4a. We Have Your Name in This 
‘Who’s Who’ 


Ties in with the Credit Bureau. 
Will bring in reluctant dollars from 


n’"a"a'a"n’A"a'a"a'a’a"a"s'a"a'a’a’a'a’a"a"aa'a'a'a"a'a’a'a'a’a'a'a's 


slow-pay accounts. 


CREDIT FORMS THOUSAND dl 
$a. Charge Account Conversion Agree- 1 
ment fs 

For use when converting charge ac- 8 
counts. 6 


5b. Guarantee and Waiver Form 
5c. Waiver Form 


Nos. 5b and Se for use under Relief 
Act. . 


COMBINATION OFFERS 
6a. The Layman’s Handbook of Regulation W and 
The Soldiers’ and Sailors’ Civil Relief Act. 
Both for $1.00 
6b. Successful Credit Department Letters, Volumes I 
and II. Both for $1.50 





Order By Number From 


7 TERA R ARSE 
TAIRA RAR ED d READE LESLIE 











National Retail Credit Association 


SHELL BUILDING ST. LOUIS, MISSOURI 
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The Romance of Credit (D. Appleton-Century 
Co., New York, 253 pages, $2.00)—Credit is the foun- 
dation of all modern business. It is a part of our every- 
day lives. Yet it is a subject about which the average 
person knows little or nothing. Here, in highly readable 
chapters, is the complete story of credit in all its many 
aspects. The author is Jesse Rainsford Sprague, a well- 
known writer on business subjects. Few associate ro- 
mance with credit, but the fascinating material in this 
book fully justifies its title. 


ay 


War Without Inflation (Columbia University 
Press, Morningside Heights, New York, N. Y., 213 
pages, $2.50)—-This book shows how the psychological 
preparation of anti-inflationary measures should proceed, 
and discusses what was psychologically well done and 
what not so well done in the past year. The book 
presents the frame of reference which will enable a 
great many people to understand the requirements of 
the economic situation in total war and from which 
will flow expectations that will guide their conduct. 
By combining the economic with psychological methods 
it is possible to achieve one of the paramount ob- 
jectives of the moment—to wage this war without in- 
flation. The author is George Katona, psychologist, 
economist and journalist. He has made joint use of these 
three activities in studying the psychology of 1942 war 
economy. 


Twelve Ways to Write Better Letters (Uni- 
versity of Oklahoma Press, Norman, Oklahoma, 186 
pages, $1.75)—This book, by William H. Butterfield, 
is a self-help book intended primarily for the businessman 
and the private individual who must write letters in con- 
ducting personal affairs. It has the authority of a uni- 
versity professor of business correspondence who has 
written five technical books on the subject and now 
provides an easy, readable, useful handbook for the lay- 
man. ‘The new book is informal in style; it is arranged 
to be useful for ready reference; and its examples of 
both good letters and poor ones are largely taken from 
actual business correspondence. 


Wd 


Accounts Receivable Financing (National Bu- 
reau of Economic Research, 1819 Broadway, New York, 
N. Y., 157 pages, 22 tables, $2.00)—This volume is the 
first complete description of a type of financing that has 
been in use by factoring companies for hundreds of years. 
The authors, Raymond J. Saulnier and Neil H. Jacoby, 
trace the growth of receivables financing, report the 
credit standards and credit appraisal techniques, the types 
of business financed and the cost of funds acquired on 
this basis. An invaluable handbook for lending agencies 
as well as for students of modern methods of financing 
American business. 
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Credit Interviewers 
As Skip Tracers 











IT IS A WELL-KNOWN FACT that too much in- 
formation cannot be secured on the application for credit 
at the time of the interview. Suffice it to say then that 
the credit interviewer should not be permitted to pass on 
an application for credit until that person has spent 
enough time in the collection department of his firm, or 
in the office of a collection agency or bureau, to educate 
him to the fact that taking a complete application is the 
first most important step in granting credit. 

Why not give the interviewer or credit granter a 
course in actual collection work and skip tracing? Then 
he will realize the necessity of obtaining sufficient infor- 
mation on the application sheet to enable the collection 
department to find the dead-beat, the deliberate skip, etc. 

Then too, why not open the collection departments of 
the credit bureaus throughout the country to our credit 
men and women, allowing them to spend some time work- 
ing collections and tracing skips? Doing this under actual 
working conditions as found in the various offices, and 
under the trained supervision of thé able collection men 
and women engaged in those offices, would provide the 
education which would produce results—M. Meyers, 
Credit Sales Manager, Campbell’s, Santa Monica, Calif. 





“Credit Granting” 





(Beginning on page 18) 


remember these figures are probably going to be larger 
at a later date. Especially will this apply when war 
production and employment are being reduced after 
Victory is attained. In these days there is such a pressure 
of current work and events that make it difficult to look 
to the future or to consider and analyse what will be the 
future course of the trends we see developing around us. 
We do see that the pressure of war is accelerating scien- 
tific and technical progress. Business in general and 
credit in particular cannot but be affected in some as- 
pects by the changes of the future. 

We must be alert to changing conditions and prepared 
to offer sound advice concerning credit and credit affairs. 
Our concentration for the present must be on control and 
collections. ‘Try to be of additional service to your 
customers by assisting them to budget their expenditures 
wisely! Help them not to overbuy. 

We must see that our accounts are collected promptly 
and with efficiency. Show that even under war condi- 
tions and Government regulations we want to and are 
prepared to go out of our way to be of service to our 
customers. Thus we will retain and merit the good 
will of our customers, thereby building a solid basis for 
future credit business. 


From these times there will emerge new concepts of 
our privileges and duties. We must be prepared to meet 
them with knowledge and understanding. The future 
offers to us a challenge and we must show we are worthy. 
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** OF BILLS IS AN IMPORTANT 
FACTOR IN NATIONAL DEFENSE 


+ + Pay Prompily 








An 


ALL AMERICAN 
Sticker 


Carrying a message tor 


prompt payment of bills, 
with a National Defense tie- 
in. 

Definitely a timely plea 
for the defense of America 
and your accounts. Protect 
your customers’ credit rec- 
ords by using this up-to-the- 
minute reminder on all state- 
ments and stationery. A new 
addition to our series of edu- 
cational stickers—this one 
really ‘‘rings the bell.” 

Shown actual size. Printed 
in red and blue on white 
gummed paper. Only $2.00 
a thousand. 


NATIONAL RETAIL 
CREDIT ASSOCIATION 


Shell Building - - St. Louis, Mo, 








CREDIT WORLD 
May, 1943 


31 

















EDITORIAL COMMENT 





Extension courRsEs in Retail 
Credit Fundamentals and Stream- 
lined Letters—the latest service 
offered its members by the 
National Retail Credit Associa- 
tion—have been given a most 
encouraging reception. In fact, 
the scores of enrollments are elo- 
quent testimony that this new 
educational plan is the answer to 
one of the most pressing prob- 
lems facing the retail credit pro- 
fession today! 


Credit Schools 
sponsored by Local Associations 
were used to provide credit 


In the past, 


granters with a training in credit 
principles and better letter writ- 
ing habits. These Schools were 
conducted in all parts of the 
nation and, through the courses 
thus provided, credit students 
were trained to do a better job. 


But with the advent of war the 
picture changed completely. It 
has now become difficult to con- 
duct these Credit Schools. 
bureau managers and credit ex- 
ecutives haven’t the time to give 


Busy 


to this work. Transportation has 
become a problem. And for one 
reason or another, it is no longer 
possible to secure attendance. 


Still...the need for credit 
education remains. Indeed, this 


NOH ETON SAU UNS 


Another Step 


Forward 
QO 


need has become even greater as 
a result of the war. Many skilled 
employees have left credit offices 
to join the armed forces and war 
industries. In their stead are re- 
placements who, while enthusi- 
astic and eager, lack the training 
and experience of their prede- 
cessors. These newcomers in re- 
tail credit need help to enable 
them to provide their firm and its 
customers with the service that 
is expected of them. 


It’s this kind of aid that your 
National Association now pro- 
vides through its new educational 
plan. By means of personal, in- 
dividual instruction, credit office 
assistants can learn the funda- 
mentals of credit and how to 
write effective letters. In only a 
from 
their spare time, they are shown 
how to carry on their work ef- 
ficiently. Full details of the plan 


appear on page 3. 


few hours taken weekly 


The enthusiasm of students al- 
ready enrolled has exceeded all 
expectations. Their letters indi- 


cate that they like the manner in 


which the courses are conducted 
and the expert advice they re- 
ceive. One says: “I enjoy the 
cordial way the correspondence 
course is proceeding.” Another 
writes, “I enjoy the course im- 
mensely and feel that much bene- 
fit has already been received.” 
Still another assures us, ““What I 
have learned to date has been, 
and will continue to be, very 


helpful.” 


Yes, your National Office is 
proud to be able to report upon 
the success of this new service to 
the credit profession. It is the 
solution to the wartime problem 
of training credit office personnel. 
And, Mr. Credit Executive, it is 
available NOW to help you in 
your efforts to improve the ef- 
ficiency of your staff. Just send 
us the names of your employees 
along with their enrollment fees, 
indicate the course you want 
them to take, and we will carry 
on from there. This individual- 
ized training will help your as- 
sistants develop themselves for 
their own good, for the good of 
the store, and for the good of the 
community. 


This plan is another step for- 
ward in credit education planned 
and prepared expressly for your 
use. Use it to put your staff in a 
“class by themselves”! 


_ kato Pakcoak 


J. GORDON DAKINS 
EDUCATIONAL DIRECTOR 
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